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$1.7,056,354.00 


United gl 


6 + ....$ 7,572,303.00 
Annual Statement oe 604,415.00 


1,110,495.00 
December 31, 1951 Corporate 7,769,141.00 


$17,056,354.00 
Preferred Stocks 1,067,967.50 
Common Stocks 


Mort L 
1951 INCREASES origage Loans 2,701,076.76 


Loans to Policyholders 

; ‘ Cash on Hand 631,388.45 
I a le Polley Real Estate: 

nsurance owned by folicy- Home Office Building 257,750.00 


i Investment Property 495,046.51 
holders increased $14,978,587, Sold on Land Contract 28,476.98 


to a new high of $234,881,244. Premiums in Course of Collection and 

Miscellaneous Items 1,208,970.29 

* Accrued Interest (None past due} 254,928.75 
Premium Notes 15,371.76 


Resources increased $4,633,- Total Resources ..csecsscceeees oocces $60,117,742.10 
913, to a new high of $60,- 
117,742, LIABILITIES 
Policy Reserves 

* Dividends to the Credit of Policyholders 


Premiums and Interest Paid in Advance 


° oe Dividends to Policyholders for 1952 
The amount Paid to Policy- Claims Awaiting Completion 


holders and beneficiaries in Reserves hea? Taxes ie in 1952 area te 
1951, was $3,071,236 — the cies (en. 49,254.99 
total payments since the Death Claims Due and Unpaid None 
Company’s beginning in 1906 Total Liabilities ............ $ 53,941,915.07 
rose to $45,776,878. Excess Protection to Policyholders 

Capital Stock ..... ecduaddacuuacoadad $1,000,000.00 


* Surplus avieueddass «ee 2,250,000.00 
General Contingency Reserve . © 1,269,394.36 
; Investment Fluctuation Reserve . ° 1,656, 432.67 
The Reserves to credit of 


Policyholders increased by 
$3,521,595, and are now $48,- Total Liabilities and Surplus ........$ 60,117,742.10 


521,595. 
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Surplus for Protection of Policyholders ..ssececceses  6,175,827.03 
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BALANCE SHEET AS OF DECEMBER 31, 1951, CONDENSED FROM THE REPORT FILED WITH THE INDIANA INSURANCE DEPARTMENT 


RESOURCES LIABILITIES 


CASH IN BANK AND OFFICE.................8  8,629,854.09 POLICY RESERVES .....................000: -$374,757,544.39 
Balances are carried in 54 banks. This is the amount which with interest and future premiums 
will pay all future policy claims as they mature. 
"BONDS AND STOCKS. .....0..cccseneccnccces 241.756,997.60 
The Company holds $64,628,146 in U. S. Government bonds ADDITIONAL POLICYHOLDERS’ FUNDS...... 11,009,953.44 


and $2,655,394 in Canadian Government guaranteed bonds; 4 = ; ee hee 
$26,489,599 of state, provincial, county and municipal bonds; Amounts set aside for or already apportioned to policies in 
$9,918,747 in railroad bonds; $76,941,948 in public utility addition to policy reserves. 

bonds; $33,841,802 in industrial and other bonds; $13,725,874 

in industrial and public utility preferred stocks and 











$13,555,488 in other stocks. PREPAID PREMIUMS AND INTEREST........ 8,555,520.16 
‘GAGE PRGWOD? foci kobe ws ania wad ewe vies -761,478.50 m 
are os ig tl RR AGRO CR tata CLAIM RESERVE .............0.e0c0ec0 00000. 5,931,027.90 
U. S. Government and $82,654,445 are G. I. loans guaranteed For claims not yet completed or reported. 
in part by the Veterans Administration. 
LOANS TO POLICYHOLDERS................. 21,529,828.22 RESERVES FOR TAXES PAYABLE IN 1952..... 3,539,034.78 
BALANCE DUE ON PROPERTIES SOLD UNDER MISCELLANEOUS CONTINGENCY RESERVES. 50,023,217.87 
COS EA Cy ii ac te a 1,081,910.87 General investment contingency reserve $8,000,000.00; con- 


tingency reserve for stocks and bonds 7$4,123,217.87; reserve 
for future revaluation of policies $28,900,000.00; mortality 











| REAL ESTATE HELD AS INVESTMENT....... 13,015,899.05 a Tua contingency reserve for 
| reinsurance 00, 00, 
HOME OFFICE PROPERTY................... 1,274,313.29 
ALL OTHER LIABILITIES..................... 3,973,979.87 
EQUITY IN RELIANCE LIFE INSURANCE pemreene eM SO 
NU EETIRON IN 5s SicvshciwieilePane'wiche'wiSwwe 0's oe Wale Soe « 6,687,299, 12 TOTAL LIABILITIES (except capital)........ $457,390,278.41 
| INTEREST DUE AND ACCRUED............... 2,864,998.08 Gules $10.000.000.00 
Accrued but not yet due $2,675,999.10; due $188,998.98. : 
| NET PREMIUMS IN COURSE OF COLLECTION — 14,206,023.07 UNASSIGNED SURPLUS ........ 41,016,671.89 
Premiums required to complete contract year. 
SURPLUS TO PROTECT POLICYHOLDERS.... ,016,671.89 
ALL OTHER RESOURCES..................... 2,598,348.41 cis homie 
REE TE te 5 OA EY vVinVisend seneweeeeness wee eeeeee + - 9508,406,950.30 
TOTAL RESOURCES ..................0005. $508,406,950.30 eee: 
Effect of this reserve is to adjust value of bonds not subject to amortization 
*Detailed list of bonds and stocks will be mailed on request. and stocks to the lower of the purchase price or market value. 


| PROGRESS HIGHLIGHTS 


| . 

| Insurance in force showed a gain during 1951 of more than $414,000,000 to New business during 1951 amounted to $726,349,645, the greatest amount of 
a total of $4,254,724,521. paid business in the Company’s history. 

| _ Admitted assets increased during the year by $38,089,533 to a total of . The surplus to protect policyholders increased $2,915,576 during the year 1951 

|  $508.406.950. to a total of $51,016,672. : 


Note: This balance sheet is applicable in all states except Texas, New Jersey, and Massachusetts. 
In these three states, by reason of certain statutory requirements, it is subject to slight variation. 
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liberal Pension 
Regulation Adopted 
by Wage Board 


No Detailed Criteria; 
Profit Sharing Also 
Substantially Unwrapped 


The wage stabilization board has 
unanimously adopted regulation 21 which 
provides substantial self-control and 
self-administration of pensions without 
establishment of detailed criteria. 

The regulation provides that parties 
wishing to establish a new pension plan 
or amend an existing pension may do so 
without prior board approval subject to 
a reporting and waiting period of 30 
days. Details of every plan must be 
filed on a‘prescribed form with the wage 
stabilization board. The plan must meet 
the following requirements set forth as 
follows in section 2 of general wage 
regulation 21: ; 

(a) The normal retirement under the 
plan shall be at least 65. The retire- 
ment benefit for an employe who retires 
prior to normal time and age shall be: 

(1) Reduced in an amount which 
takes account of the additional years of 
service the employe would have accrued 
had he remained in service until normal 
retirement age (except in the case of 
unit benefit plans whose formulas apply 
only with respect to service until the 
time of early retirement,) and 

(2) Appropriately reduced actuarially 
unless the payment of the benefit is de- 
ferred until normal retirement age, (ex- 
cept in the case of early retirement for 
permanent and total disability) and 

(b) Benefits, except death benefits, 
shall be payable at least over the life- 
time of the employe; and 

(c) Any benefits for employes whose 
employment terminates prior to retire- 
ment, derived from employer contribu- 
tions, shall not carry a cash surrender 
value to the employe and shall be de- 
ferred to the normal retirement date. 


Profit-Sharing Section 


The regulation provides under section 
3 as follows for profit-sharing plans of 
the deferred compensation type: 

Parties may put into effect new or 
amended profit-sharing plans, approved 
by the bureau of internal revenue under 
Pertinent regulations, which provide for 
the payment of benefits, derived from 
employer contributions,.upon retirement 
for reasons of age or permanent and 
total disability, or upon severance, 
where (1) payments do not begin until 
at least 10 years after an employe’s ad- 
Mission to the plan, and (2) such pay- 
ments are payable over at least a 10- 
year period. No immediate benefit 
erived from employer contributions 
may be provided in the form of a lump 
sum cash or loan value except in the 
event of the employe’s death. 

Section 4 provides that parties may 
extend, subject to the reporting and 
Waiting-period provisions, an existing 
Pension plan or profit-sharing plan of 
the deferred compensation type, without 
modification to smaller employe units 
within the same plan or establishment 
or from a group of employes in one geo- 
sraphical unit of a multi-plant employer 
to a similar group of employes in an- 
other geographical unit of the same em-: 
Ployer. This section provides that such 
extension may be made even though the 


XUM 


Slight Dip in Life 
Sales for January 


Life insurance’ sales in the U. S. for 
January were down $1 million, amount- 
ing to $2,031,000,000, according to 
L.I.A.M.A., 

January ordinary sales were up 8% 
to $1,466,000,000, while industrial life 
purchases dropped 3% to $382,000,000, 
and new group sales fell from $285,- 
000,000 to $183,000,000, 36% below 
January of last year. The group figures 
represent new groups and do not include 
additions under contracts already in 
force. 


Ill. Small Loan Licensee 
Seeks to Require Term Life 


Judge DeWitt S. Crow of the Sanga- 
mon county circuit court at Springfield, 
Ill., has been hearing this past week ar- 
guments in a suit brought by the Am- 
braw Finance Co. to invalidate the sec- 
tion the state small loan law prohibiting 
sale of life insurance as a prerequisite 
to the granting of a small loan. In IIli- 
nois, the director of insurance is in 
charge of administering the small loan 
law and Director Day has continued the 
construction of this regulation followed 
by his predecessors. The directors have 
followed the reasoning that the small 
decreasing term life insurance policies 
required by small loan companies are of 
a type that are not sold elsewhere and 
that they represent just another source 
of revenue for the small loan companies. 
This is a declaratory judgment suit 
brought by a licensee under the small 
loan act and the Illinois insurance de- 
partment has been interested in getting 
information on parallel cases from other 
states. 











plan does not satisfy the requirements 
stated in section 2 or 3. 

Section 5 of the regulation provides 
that the parties shall file details of the 
plan on a prescribed form directly with 
the wage stabilization board and will be 
notified by letter that the report has 
been received. Unless the parties re- 
ceive a further communication pertain- 
ing to such a plan from the board within 
30 days from the date of acknowledg- 
ment letter, they may put such plan in 
effect as of the effective day of the plan. 
Reports of plans which do not satisfy 
the requirements of sections 2, 3 or 4 or 
which may appear on preliminary review 
to be unstabilizing will be treated as 
petitions for board approval and the 
parties notified accordingly. Such plans 
may not be put into effect unless the 
parties receive notification of board ap- 
proval. 

Section 6 of the new regulation makes 
it clear that any pension plan which 
meets all the other requirements of the 
regulation will not be considered finally 
approved unless approval is obtained 
under the appropriate sections of the in- 
ternal revenue code. 

It is provided in section 7 of the new 
regulation that parties which have estab- 
lished or modified a plan of the type 
covered by the regulation under the pro- 
visions of general wage regulation 6 may 
petition the board for the elimination of 
the cost of a pension plan from the 
amount chargeable. 

A majority consisting of the public 
and industry members of WSB rejected 
a proposal of the labor members for 
complete decontrol of pensions. A ma- 
jority consisting of the public and labor 
members turned down an industry mo- 
tion that pensions be offset against the 
10% allowance of GWR 6. 

The board also adopted resolution 85 
which provides that any case which does 
not meet the requirements of regulation 
21 shall be referred to a division of the 
board for action. 


COLORADO REVERSAL 


No Premium Tax on 
Dividends Used for 
Paid-Up Additions 


Colorado supreme court in reversing 
a lower court decision has ruled that the 
state’s 2% premium tax applies solely 
to the premium contracted for in the 
policy and not to any dividend which 
is used to purchase paid-up additional 
insurance. The case was Prudential vs. 
Commissioner Kavanaugh of Colorado, 
CCH 15 (Life, Health & Accident) 171. 

The trial court had ruled that divi- 
dends used for such a purpose should 
be considered as premiums collected or 
contracted for, with the company liable 
for the tax thereon. In setting aside this 
finding, the supreme court said that the 
company allows the policyholder four 
choices in applying his share of the 
divisible surplus. Besides paid-up insur- 
ance, dividends are paid in cash, applied 
to reduce any premium due, or left to 
accumulate to the credit of the policy 
with compound interest. The court said 
there is no reason for not applying the 
same rate of taxation in each of the 
four choices. 


Distinguishes Cases 


The case Cochrane vs. National Life 

Ins. Co. was heavily relied on by the 
trial court. “In that case,” the supreme 
court stated, “we held that the pre- 
mium to be taxed was that contracted 
for in the policy, and not the net pre- 
mium due where the policyholder had 
applied his share of the divisible surplus 
as a credit for the payment of his ensu- 
ing year’s premium. There the policy- 
holder had elected to reduce the cost of 
his insurance coverage, while his cov- 
erage remained unchanged. The instant 
case is the situation where the policy- 
holder elects to have his cost remain 
constant. His gross premium and net 
premium become the same because he 
allows his share of the divisible surplus 
to apply on paid-up additional insur- 
ance.” 
It is argued, the court said, that when 
the policyholder applies his share of 
the divisible surplus toward payment of 
paid-up additional insurance, this credit 
becomes in effect a new premium which 
also should be subject to the 2% tax. 
Here, the court added, counsel lose 
sight of the fact that the policyholder’s 
share of the surplus already has been 
taxed since the amount taxable was the 
gross premium provided under the terms 
of the policy and not the net premium 
after deducting the policyholder’s share 
of the divisible surplus. 


Difficult to Compute Tax 


The court commented that should the 
2% tax be applicable to divisible sur- 
plus, it would be difficult to compute 
the tax, since any one of the four op- 
tions of applying the divisible surplus 
could be exercised in various years. If 
the amount of the tax to be levied de- 
pended on how the various policyholders 
exercised their options, there would have 
to be a rechecking of every policy. The 
court stated, therefore, that in inter- 
preting the statute it presumed the leg- 
islature intended a tax easily computed 
and administered. 








Latest Elizabeth Air Crash 
Death Claims Total $410,000 


Death claims as a result of the third 
airliner crash at Elizabeth, N.J., Feb. 
11, have reached $410,000, according to 
the Institute of Life Insurance. Claims 
for the second crash, Jan. 30, have in- 
creased to $870,000 under 96 policies. 


Delay May Be Aid 
in Getting IX-F 
Bill Introduced 


Many N. Y. Legislators 
Reported Sympathetic 
to Companies’ Plight 


ALBANY—tThe delay in seeking in- 
treduction of the companies’ bill that 
would modify the New York expense 
limitation statute, though on the sur- 
face appearing to work against the pro- 
posal, may prove to be one of the strong- 
est factors in getting it introduced de- 
spite the fact that the deadline has 
passed for introduction of bills by indi- 
vidual senators or assemblymen. Bills 
can be introduced now only by the rules 
committees of the senate or assembly. 


Procedure to Be Followed 


Bills can now be introduced in the 
senate only with the consent of the 
rules committee and in the assembly 
only by unanimous consent of the mem- 
bers. However, starting March 5, as- 
sembly bills can only be introduced by 
the rules committee. Getting a meas- 
ure introduced by the rules committee 
is a formidable job but not so discour- 
aging as the unanimous consent pro- 
cedure. 

If the companies’ bill is introduced by 
the assembly rules committee, it is be- 
lieved that a companion bill will not run 
into undue difficulty in the senate rules 
committee. 


Silver Lining in Picture 


The silver lining in the clouded pic- 
ture is that the companies, the New 
York State Life Underwriters Assn. 
and the National Assn. of Life Under- 
writers, which are backing the measure. 
are able to point out to the legislators 
that the companies and agents played 
ball with the Condon committee, which 
has been holding hearings on revision 
of the law, and didn’t rush in with their 
bill before the Condon committee had a 
chance to examine the proposal thor- 
oughly. Then, instead of accepting the 
proposal, which would become article 
IX-F in place of present section 213. 
the Condon committee, on the eve of 
the individual-introduction deadline, 
brought out and introduced a bill fa- 
vored by the insurance department but 
which would effect only a small part of 
what IX-F would do. 


Report Favorable Reaction 


_ In view of this, it is reported that an 
increasing number of legislators are 
taking the view that it is only fair that 
the companies’ bill be introduced by the 
rules committee. Backers of the bill 
knew they had an uphill fight all the way 
but were still hopeful Thursday morn- 
ing that the article IX-F bill would be 
introduced by the assembly rules com- 
mittee next week. 

There still remained the question of 
how much pressure Insurance Superin- 
tendent Bohlinger would bring to bear 
against the measure—against its intro- 
duction by the rules committee, against 
its passage should it be introduced, and 
against its approval by the governor 
should it survive the gauntlet and reach 
his desk. 
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Company Figures Reflect 
Further Black Ink Gains 


EQUITABLE, CANADA 


New insurance and revivals for Equi- 
table Life of Canada during 1951 
amounted to $10,541,725 compared to 
$10,504,679 in 1950. Assets rose from 
$22,465,783 to $23,883,327. Insurance in 
force rose from $79,078,931 to $84,805,- 
970. Gross interest on assets was 4.89% 
in 1951 compared to 4.91% in 1950. 


FARM BUREAU, OHIO 


Farm Bureau Life had an increase of 
26% in premium income during 1951. 
Total premium income for all the Farm 
3ureau companies was $87 million, an 
increase of more than 22%. The num- 
ber of policies in force in Farm Bureau 
Mutual Automobile, Farm Bureau Mu- 
tual Fire and Farm Bureau Life reached 
2,040,000, an increase of 16%. Assets 
rose 15% to $114 million. 


JEFFERSON STANDARD 


Sales of Jefferson Standard Life dur- 
ing 1951 amounted to $127,150,721 and a 
record in premiums of $4,145,500 was re- 
ceived. Assets at the end of the year 
were $296,177,226. The net interest 
earned during the year was 4.4%. Capi- 
tal stood at $15 million with an un- 
assigned surplus of $17 million and a 
contingency reserve of $4 million. The 
company during the year passed the $1 
billion mark in insurance in force. There 
was set aside for dividend payments to 
policyholders and beneficiaries the sum 
of $2,448,996. Payments to policyholders 
and beneficiaries amounted to $13,306,- 
294, topping the previous year’s figure 
by $1,500,000. 


_— 


LIFE OF GEORGIA 

Life of Georgia during 1951 gained 
$90,805,000 in insurance in force, bring- 
ing the total in force to $821,964,811. 
Assets increased $10,839,500 to $66,757,- 
955. Premium income increased $4,102,- 
331 to $39,962,250. Investment income 
totaled $2,036,022, a gain of $369,577. 
Reserves went up $9,994,000 to a total 
of $48,555,280. Payments to policvhold- 
ers and beneficiaries amounted to $9,- 
333,404, which was $1,265,783 more than 
in 1950. Surplus _ to. policyholders 
amounted to $11,891,730. 


LINCOLN INCOME 


Total insurance in force for Lincoln 
Income Life of Louisville during 1951 
rose to $83,844,651 from $73,329,533 in 
1950. Of the 1951 total, $55 million was 
industrial and $28 million ordinary. As- 
sets increased during the year from $4,- 
251,203 to $5,137,270. The increase in 
insurance in force was 17.02% in in- 
dustrial and 13.13% in ordinary. Surplus 
to policyholders increased 12.1% to 
$943,371. The percentage of debit in- 
crease was 15.35% for the year com- 
pared to 11.12% in 1950. 


NATIONAL L. & A. 


National L. & A. recorded its greatest 
growth in history during its golden 
jubilee year with a gain in life insurance 
in force of more than $322 million, an 
all-time record. The 1951 gain was $70 
million ahead of 1950 and brought the 
total in force to $2,891,772,678. Of the 
total outstanding, $1,752,000,000 was 
weekly premium and $1,148,000,000 was 
ordinary. The year’s increase in weekly 
premium debit amounted to $114,000, a 
new record exceeding 1950 results by 
$38,000. 

Amount paid to policyholders and 
beneficiaries or credited to reserve was 
$54 million The increase in assets for 
the year was $40 million, bringing the 
total to more than $388 million. Re- 
serve for epidemics and mortality fluc- 
tuation and the investment fluctuation 
fund were combined into an investment 
and mortality contingency reserve and 
increased by $1,500,000 to a total of $9 
million. 


NEW WORLD, SEATTLE 

New World Life of Seattle life insur- 
ance in force increased $6,398,000 during 
1951 to total $115,134,000. There was 
an increase of $138,000 in surplus and 
assets reached $25,911,106, Payments to 
policyholders and_ beneficiaries since 
founding have totaled more than $24,- 
292,873. The directors voted to pay the 
customary 6% dividend. 


NORTH AMERICAN LIFE, ILL. 

Gain in insurance in force by North 
American Life of Chicago amounted to 
a record $11,102,742 to bring the total 
insurance in force to  $148,365,327. 
A. & H. premiums were $681,233, a 
gain of 35%. Assets gained 7.72% and 
totaled $29,439,427. Net interest rate 
was 3.4% compared to 3.43% during 
1950. Premium income gained 5.8% 
and total income gained 10%. The total 
paid to policyholders and beneficiaries 
in 1951 was $1,610,113. Surplus was 
$1,401,968. 


OLD LINE LIFE 

Old Line Life of Milwaukee insurance 
in force gained $7,452,011 during 1951 
to total $146,442,273. Life insurance paid 
for was $15,500,305. A. & H. premiums 
totaled $688,915. Benefit payments 
totaled $2,421,416, with 60% going to liv- 
ing policyholders. Net income during 
the year was $6,915,017. There was 
$2,282,690 applied to policy and other 
legal reserves. Surplus was increased 
to $1,711,778. Assets reached $44,009,328, 
an increase of $2,209,042. 


UNITED STATES LIFE 
United States Life has set a new mark 
in business paid for during 1951 with a 


total of $145 million, moving insurance 
in force from $426 million to $554 mil- 
lion. A. & H. premiums were $3,700,000, 
a gain of nearly $1,500,000. Assets rose 
to $49 million. Net interest earned was 
3.6%. The average new life policy paid 
for in 1951 amounted to $6,467. Pay- 
ments to policyholders and beneficiaries 
totaled $6,586,000. 


WEST COAST LIFE 

New life sales made during 1951 by 
West Coast Life amounted to $35,639,- 
935, compared to $42,359,051 during 
1950. The 1951 total was comprised of 
$21,092,135 in ordinary and the rest in 
group, while the 1950 ordinary sales 
amounted to $22,847,951. Insurance in 
force amounted to $278,666,242, of 
which $187,695,857 was ordinary and 
the remainder group. This compares 
with a total at the end of 1950 of $255,- 
403,836. Net earnings amounted to $524,- 
638 in 1951 compared with $500,884 in 
1950. After payment of $100,000 in cash 
dividends to shareowners, $424,638 was 
added to surplus, increasing surplus to 
policyholders to $3,851,936. Assets were 
reported at $52,007,674, an increase of 


$3,249,398 during the year. Total in- 
come for 1951 amounted to $9,998,614 


as compared to $9,340,708 received dur- 
ing 1950. 


WORLD OF OMAHA 


Life insurance in force of World of 
Omaha rose from $76,214,000 to $134,- 
120,000. A. & H. premium income in 
1951 was $9,556,627 as compared to 
$8,404,421 in 1950. Payments to policy- 
holders and beneficiaries amounted to 
$4,029,679 compared to $3,338,702 in 


1950. The number of policyholders rose 
from 220,684 to 352,877 during the year. 
Assets rose from $9,168,028 to $11,429,- 
202. Surplus was up from $1,651,824 to 
$1,857,805. The rise in A. & H. premiums 
was 13.7%. 


The 
COMMONWEALTH 


Commentary 


500 Mullion in 1951 
600 Million in 1952 


In 1951 


Commonwealth fieldmen put their 


company over the $500 million mark. In terms 
of the number of months required to accumu- 
late each $100 million of the first $500 million, 


here is the box score: 


The 1st $100 million—271 
2nd $100 million—182 
3rd $100 million— 
4th $100 million— 
5th $100 million— 


The 
The 
The 
The 


months 
months 
months 
months 
months 


44 
28 
26 


We salute our Commonwealth Careermen and 
confidently predict that their combined efforts 
will get the 6th $100 million in 18 months. 


INSURANCE IN FORCE, February 1, 1952 — $543,289,909 


COMMONWEALTH 
Life Jusurance Company 


The Doorway to Security 
a — 





HOME OFFICE ¢ LOUISVILLE, KY. 


O’Connor Reviews 
Progress of State 
Cash Sickness Plans 


Since 1945, when the subject of state 
sickness compensation began to develop 
more than 200 bills on the matter hay 
been introduced in 26 states, E, 
O’Connor, managing director of Insur. 
ance Economics Society, stated in his 
address at the group meeting of Health 
& Accident Underwriters Conference 3 
Chicago. He attributed the trend toward 
compulsory sickness legislation to ty» 
factors: The desire on the part of labor 
leaders and the activities of federal se. 
curity agency. 


Promotes Sickness Compensation 


The FSA has carried on an active 
campaign on behalf of sickness com. 
pensation, Mr. O’Connor said, and be. 
sides preparing extensive brochure ma. 
terial, has even furnished model bills. 

He took issue with the thought tha 
state cash sickness plans will aid in the 
sale of more A. & H. insurance as sup- 
plementary benefits. Those who make 
that assertion, Mr. O’Connor declared, 
erroneously point to the theory that so- 
cial security has aided in the sale of 
life insurance since 1937. “The record 
does not confirm this,” he said. “Ac. 
cording to the 1950 Fact Book of Life 
Insurance published by the Institute 
of Life Insurance, in 1938, one year 
after social security became’ effective, 
life insurance purchases were $1.3 bil- 
lion less than in 1937, and in 1939 were 
$309 million less than in 1938. Life in- 
surance purchases did not begin to 
show any decided improvement until 
1943, six years after the social security 
act became effective. It is recognized 
that by 1943 we had full employment 
and high wages, both conditions creat- 
ing more and more purchases of life 
insurance.” 


Lead to Federal Plan 


There is a divided opinion among 
insurance men as to what state sickness 
plans might lead to. One group main- 
tains that they eventually will prevent 
a national system of sickness com- 
pensation, while the second group be- 
lieves that if compulsory systems are 
adopted in 12 or 15 states, this will set 
the ;pattern for a federal plan. “The 
latter viewpoint appears logical,” Mr. 
O’Connor observed. ‘“‘We now have four 
state plans in operation and three of 
them are distinctly different. If this 
trend were to continue, the natural re- 
action would be for one system.” 

Briefly reviewing the four plans now 
in existence, Mr. O’Connor commented 
“The Rhode Island monopolistic state 
plan has never been anything to brag 
about. It has had five deficits in nine 
years and for the years 1949, 1950 and 
1951, it has paid out $1,342,948 more 
than it received in taxes.” 


California Plan Significant 


A significant trend is taking place in 
California, he said. Contributions which 
were nearly $29 million in the second 
half of 1946 declined to less than $16 
million in the first half of 1951. Bene- 
fits which amounted to less than $9 
million in the first half of 1947 are fast 
getting to a meeting point and will 
shortly outstrip contributions. However, 
the California state fund has substan- 
tial reserves which creates the desire 
at each legislative session to liberalize 
the benefits. Mr. O’Connor remarked 
that it would not be surprising to se¢ 
the act further liberalized to include 
surgical fees and medical care without 
any increase in the contribution. _ 

“To date the liberalization of the 
original law passed in 1946 is having 
the effect of narrowing the competitive 
margin of private companies,” he con- 
tinued. “It is just a question of how long 
the private insurance companies will be 
able to write UCD business in Calt 
fornia. Some believe the handwriting 

(CONTINUED ON PAGE 20) 
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ae 
fhe Way to Sell 
te ; 
D] Free Enterprise, 
a 

‘NS | Combat Inflation 

ct of Sta 

to develop SARATOGA SPRINGS — The life 
latter haye | companies are doing a poor job selling 
es, E. q | through advertisements, premium stuf- 
of Insur. | fers and speeches the idea of the free 
ted in his | enterprise system and the dangers of 
of Health | jnflation to policyholders and prospective 
iterence a policyholders, Ralph F. Lewis, assistant 
nd toward managing editor of Fortune, told the 
to two | ceneral agents and managers of New 
‘t of labor | York State Assn. of Life Underwriters 
rederal se. at their conference here. 

What the life companies really want 
put won’t admit is a change of adminis- 
-” tration in Washington. What he im- 
an active | plied that they don’t realize is that 
ess com. | “selling life insurance itself is the best 
, and be | way to sell free enterprise and to com- 
shure ma. | bat inflation. When you are selling life 
el bills, insurance, you are selling individual self- 
ught th jance.” 
aid in the — Lewis thus maintained the tra- 
€ as sup | dition of the conference in presenting 
ho make 4 provocative outside speakers. 

- Companies Talk to Selves 
> sale oj Mr. Lewis disqualified himself on the 
1e record | subject of how much help the life com- 
uid. “Ac. f panies are in actually selling policies. 
< of Life | But as to their efforts to sell free enter- 
Institute | prise and combat inflation, which he 
one year | grouped because they have much in com- 
effective | mon and on which efforts he reached 
$1.3 bil. f the same conclusions, he thinks the com- 
939 were | panies are talking to themselves. Ad- 
Life in. § mitting that if the country moves 
egin to further toward socialism, one of the first 
nt until institutions to go would be life insurance, 
security } and that inflation is dangerous, he be- 
cognized lieves the companies are. doing very 
loyment | badly with the two sales jobs. 
1S creat: Never has there been so much talent 
of life f and paraphernalia with which the com- 
panies could communicate with policy- 
holders and prospects—mass media mag- 
azines, big newspaper circulation, radio, 
among television and use of mails. The com- 
sickness panies never before have spent so much 
> main- money using them. But surveys indicate 
prevent the public is as uninformed as ever. 
s com Policyholders seem to have remarkably 
sup be little interest in what companies have to 
ms are say to them; the public has even less 
will set interest, the government seems to have 
“The none at all. 
. a Do Recognize Failure 
iree ol He sees one bright spot. Everyone is 
If this becoming aware of their failure in the 
ral re- field of communication, which consists 
of interchange. 
Is now Mr. Lewis thinks a bad job is being 
mented done in the sale of free enterprise and 
> State inflation dangers because “we don’t 
> brag know or are unwilling to admit what 
n nine we are trying to communicate. We don’t 
50 and take into consideration with whom we 
more are trying to communicate. And we 
don’t really try to analyze how to do 
the job.” 

He thinks what “we really want” is 
ace in to elect a Republican President—which, 
which he also thinks, probably would be a 
econd good thing. But he believes insurance 
n $16 companies should admit that is what 
Bene- they are trying to do—and then stop it, 
an $9 because it is morally wrong to spend 
e fast policyholder’s money for this purpose. 
| will The advertisements don’t contain 
vever, facts, he argued. The premium stuffers, 
ystan- of which he quoted several, talk about 
desire economics, government’s non-essential 
ralize spending and the like, when it is a 
arked change in administration they are after. 

ee 
sade Average Policyholder’s Fiction 
thout No such person as the average policy- 
A holder exists, he declared. “We are 
a talking to ourselves.” Quoting some 
avIng Madison avenue prose” about the 
titive American way of life and the need of 
con- telling its virtues to the man with the 
long hammer and the girl behind the counter, 
Il be he pointed out that the people the busi- 
Cali- ness is attempting to address are all in- 
iting dividuals, each with his own hopes and 





XUM 


fears, ideals and ideologies and preju- 
dices. Each of them is an expert on the 
America of his experience. They are 
not 10 year old mentalities groping for 
“the word.” Many of them are living 
better than ever before. 

They have not so lost faith in their 
system they must be resold. True, a 
majority favor some sort of health in- 
surance, old age security, and a few 
other things. But the evidence is over- 
whelming that they are not against free 
enterprise or weakened in moral fibre, 
and, by and large, they are willing to 
work with and for business. The run- 
away inflation that seemed inevitable 12 
months ago did not materialize because 
people thought prices too high. 


Ads Based on Falsities 


He quoted from some insurance and 
non-insurance ads, including the one 
making a super-scout out of Buffalo Bill, 
who history shows was pretty much a 
small time cowboy built up by a press 
agent. 

He wondered if business can make 
friends of people with paid newspaper 
advertising, pamphlets and_ billboards. 
There is a job to be done, but the re- 
lations of a company with a member of 
the public are determined by his direct 
contact with it. 


Policyholders Will Fight 


The way to sell self-reliance is to sell 
insurance, he declared. There is no 
stronger affirmation of faith in free en- 
terprise than the purchase of a life in- 
surance policy. Who will fight harder 
to preserve the free enterprise system 
than one who has a real stake in it 
through ownership of insurance? Life 
insurance sales alone can be very power- 
ful deterrents to price rises, he noted. 
Those with investments in insurance will 
without prompting do everything they 
can to keep prices down. The way to 
promote free enterprise and combat in- 
flation is to sell more insurance and serv- 
ice it better than ever. 


N. W. Mutual Revises 
Maximum Limits 


Northwestern Mutual will now con- 
sider applications for total amounts of 
insurance within the following limits: 
ages 5-14, $50,000; 15-17, $100,000; 18-19, 
$150,000; 20-21, $200,000; 22, $250,000; 
23, $300,000; 24, $350,000; 25-50, $400,- 
000; 51-53, $350,000; 54-55, $300,000; 
56-57, $250,000; 58-60, $200,000; 61-62, 
$150,000; 63-65, $100,000. Amounts writ- 
ten in one year have also been revised, 
with $250,000 the maximum at. ages 
25-50. 

The limits on term and family in- 
come are 50% of the total amounts in 
the preceding paragrah. Term insurance 
on women is limited to self-supporting 
women of the business or professional 
classes and then only where reasons 
are satisfactory. 

Except in unusual situations, finan- 
cially dependent females are eligible for 
not more than $10,000 and then only on 
life and endowment plans. Minor daugh- 
ters of parents who have a sizable 
estate are not subject to the $10,000 
limitation. 


Bill to Abolish N. Y. Group 
Life Lid Goes to Governor 


ALBANY—The New York legisla- 
ture’s assembly has sent to the governor 
the Condon bill, previously passed by 
the senate, removing the $20,000 per life 
limitation on group insurance. The 
group-writing companies domiciled in 
New York wanted the law changed be- 
cause in its present form it discriminates 
against domestic companies, since the 
limit does not apply to out-of-state com- 
panies. The New York State Life Un- 
derwriters Assn. is opposing the meas- 
ure. 








Look 


Caucasians say that all 


alike. 


It is extremely important 


THE PENN MUTUAL 








other hand, the Chinese say that all Caucasians look 


To an underwriter working in a small town, one of 
the advantages is that he meets people, not crowds. 


anywhere, in a big city just as in a small town, that he 
thinks of people as individuals and realizes that their 
situations do not look alike. He cannot do a proper job 
in selling unless he begins by realizing that each person 
is an individual with an individual problem to be solved. 
A selling job is not based upon the needs of some 
group in which the person may be placed by statistics, 
but upon a study of the individual and his exact needs. 


Thus a Caucasian underwriter, with his thinking 
based upon the foundation of individual needs, should 
be able to sell even in a Chinese town because he would 
not think that all the natives were alike nor looked 
alike. By the same token, if he were a Chinese he would 
never think that all the Caucasians looked alike. Accord- 
ingly, either underwriter could sell life insurance prop- 
erly in a group quite foreign to him. 


MALCOLM ADAM 
President 
INDEPENDENCE SQUARE, PHILADELPHIA 


Alike 


Chinese look alike. On the 


to an underwriter working 
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WSB’s Liberal Rule 
on Pensions Makes 
Everybody Happy 


Virtual Absence of 
Ceilings Averts Pressure 
of National Pattern 


The wage stabilization board, with its 
regulation on pensions, has accomplished 
the unusual job of pleasing practically 
everybody involved. By removing vir- 
tually all ceilings the WSB has pleased 
organized labor. Employers, too, are 
glad of the removal of ceilings, strange 
as that reaction may seem. 

The virtual absence of ceilings means 
that there is no target for the labor 
unions to demand as the minimum. 
Where a ceiling is set, it is more likely 
to be looked upon by the unions as a 
floor—not just an ordinary floor but 
one that is recommended by the fed- 
eral government. This setting of a na- 
tional pattern was what employers 
feared, but were unable to avoid, in con- 
nection with health and welfare plans. 


Good for Insurance, Too 


From an insurance standpoint the 
absence of ceilings on pensions is wel- 
come, even though from a short-range 
point of view the existence of a target 
pattern might result in selling more busi- 
ness. The bad part of a national pattern, 
from an insurance standpoint, is that if 
employers generally are saddled with a 
standard pension plan, they are likely 
to press for its transfer to social se- 
curity, their reasoning being that they 
would rather share the cost 50-50 with 
the government than to bear it all them- 
selves. 

That part of the life insurance busi- 
ness interested in selling pension plans 
based on individual policies faces some- 
thing of a problem in the WSB’s pro- 
hibition of plans that permit an employe 
to take his pension accumulation in any 
other way except a life income. It is be- 
lieved that a solution can be found that 
will not unduly impair the sales of such 
plans, however. 


Point to Be Clarified 


One point not clear in the new regu- 
lation is what treatment the WSB in- 
tends to give individual policies and 
group permanent plans that include pen- 
sion coverage along with other benefits. 
GWR 21, the regulation dealing with 
pensions, says nothing about the status 
of non-pension features of such con- 
tracts. 

A joint American Life Convention- 
Life Insurance Assn. bulletin issued 
Monday states that “while it is assumed 
from the text of GWR 21 that life in- 
surance benefits associated with a pen- 
sion plan are unregulated, a confirma- 
tion of this conclusion is being sought.” 

Before any approvals of new pension 
plans or amendments can be sought, 
applications must be filed and it will 
doubtless be a matter of some weeks 
before these are available. The form has 
to be evolved by the WSB staff. It took 
more than a month from the time the 
WSB health and welfare regulations 
were announced until the application 
forms became available at WSB re- 
gional offices. 

The pension form will necessarily be 
more complicated. The WSB plans to 
keep elaborate statistical records on 
plans submitted and scrutinize them to 
see how much of an inflationary trend 
may be involved. 

It may be that WSB will take a 
tougher attitude later on than at the be- 
ginning. Hence, experts say, any em- 

(CONTINUED ON PAGE 20) 
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RESOLUTION 83 ee 
Stabilizers Permit 
Single Report 

for Associations 


Wage stabilization board has adopted 
resolution 83 permitting a single report 
to be filed on association-type health 
and welfare plans in which a group ot 
employers participate. 

This procedure, WSB said, will cut 
down the workload of the board and its 
health and welfare committee headed by 
Wilbur Cohen, which handles plans not 
automatically allowable under general 
wage regulation 19. 

That committee has received 100 cases 
exceeding criteria of resolution 78 for 
health and welfare plans automatically 
allowable. There have been 85 plans 
approved by the committee, three re- 
ferred to the board, and others are be- 
ing studied. 

Mr. Cohen said the committee met 
five times, early sessions being devoted 
largely to formulating operating pro- 
cedures and developing working rules 
for handling cases. He said processing 





of individual cases can now proceed without prior board authorization. 
more rapidly. Under the regulation the filing party 
Although regulation 19 provides must submit (1) copy of the plan; (2) 
health and welfare plans may become list of employers agreeing to participate; 
effective 30 days after filing with the (3) number and description, by group or 
board, in absence of notification to the job classification, of employes of each 
contrary, the board has adopted a policy participating employer; (4) statement of 
of notifying petitioners within 10 days conditions under which employers and 
whether proposed plans may become ef- employe groups not listed in above may 
fective immediately or must be held up participate in the plan, for example, in- 
for further study for not meeting board dustry or geographical area coverage 
criteria. and eligibility requirements such as 
Resolution 83, unanimously recom- membership in employers’ association, 
mended by the Cohen committee to etc.; (5) if, in applying review criteria 
WSB, provides a report on an associa- of resolution 78, wages and other com- 
tion-type plan may be filed by an em- pensation are not computed separately 
ployer group, on behalf of itself and for each group of employes covered, the 
other employers in an industry or area, filing party shall indicate method of 
or by a union on behalf of itself and computaion adopted and submit state- 
participating employers with whom it ment justifying use of such method. 
has collective bargaining agreements. The report on the plan shall be signed 
Resolution 83 outlines information by each participating employer or 
which must be filed in addition to that authorized person and by each union 
required by regulation 19 and provides bargaining agent for employes covered 
machinery for adding new participants by the plan. 
to a plan after its approval. A May Limit to Part of Plan 


The regulation provides no plan file 
under it may become effective until the — In acting upon plans the board may 
limit its approval to part of a plan or 


filing party has been notified of approval, 
its coverage, in which event the plan 


and any employer who adopts a plan 
may be applicable to any employer and 


approved under it may not establish or 
continue in effect any additional health employe group eligible to participate in 
the plan as approved. 


and welfare benefits of the same type 
Further approval will not be required, 





provided a supplemental report is filed 
within 30 days after date upon which 
plan was made applicable to such em- 





A plan that interests 


PARENTS and GRANDPARENTS 


This husky young fellow is grow- 


ing up — and his insurance needs 


will grow with him. 


The Manufacturers Life Twenty- 
One Plan is tailor-made to meet 
his future needs for a substantial 
insurance backlog. Each $1000 
unit increases automatically to 
$5000 at age 21—with no increase 
in premiums. Our limits are high, 


and our premiums are low. Issued 


ages 0-11. 


CONTACT ONE OF THESE BRANCHES 
FOR MORE INFORMATION 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Also licensed in the Dist. of Columbia, Arizona, Delaware and Idaho. 


YOUR OWN COMPANY FIRST... 


THE 


MANUFACTURERS 
INSURANCE Bias COMPANY 





ployer and employes. 

The supplemental report shall include 
(1) name and address of employer, 
number and description of employes by 
group or classification; (2) statement 
describing how requirements for par- 
ticipation in the plan as reported under 
the regulation, or approved by the board, 
have been met, (3) statement that plan 
as approved will be applied without 
modification; (4) signature of employer 
or authorized person and signature of 
recognized union. 








New Legislation Poses Ga. 
Hurdle for Bankers L. & C. 
Following Court Victory 


Bankers Life & Casualty of Chicago 
has now had to shift to the defense in 
its prolonged uphill-downhill battle with 
Commissioner Cravey of Georgia. 

The company had its inning when 
Georgia supreme court held that Mr. 
Cravey was exceeding his authority in 
refusing to license the company on the 
ground that it would not furnish him 
certain items of information. These 
items, the supreme court held, were 
within the field of management. 

Mr. Cravey since succeeded in getting 
the legislature to enact a law giving the 
commissioner far greater powers in 
licensing insurance companies. Follow- 
ing the supreme court decision, counsel 
for Bankers Life & Casualty filed a 
motion in Fulton superior court, asking 
that the supreme court ruling be made 
the order of the lower court. There was 
to have been a hearing on this case last 
Thursday, but this was postponed due to 
the illness of Alex McLennan, counsel 
for Bankers. In preparation for the 
hearing that was postponed, the attorney 
general filed a motion to dismiss the suit 





Los Angeles Portland and an amendment to the pleadings. It 
Newark Saginaw is contended that the new Georgia law 
Philadelphi Ss F a gives Mr. Cravey the authority to re- 

iladelphia an Francisco quire production of the information that 
Pittsburgh Seattle he originally asked from Bankers. Also 


the attorney general contends that the 
new law in effect reverses the decision 
of the supreme court. The amended 
pleading said that Mr. Cravey is not sat- 
isfied that Bankers has fully complied 
with Georgia laws and is still not con- 
vinced that its “financial condition and 
affairs are sound.” 

John MacArthur, president of Bank- 
ers, was quoted as saying that his com- 
pany probably would bring action 
charging Mr. Cravey with contempt of 
the supreme court. He expressed confi- 
dence that the attorney general’s motion 
would be denied and that the new legis- 
lation would be declared to be unconsti- 
tutional. 


THEN 


Equitable Reports 
Year, Investments’ 


New individual life insurance 
for by Equitable Society during jg) 
amounted to $781 million, the STeatey 
volume in more than two decades, As. 
sets of the company passed the 9 bil 
lion mark. Insurance in force roge 4, 
$17,103,975,341. New business Written 
amounted to $1,200,000,000. 

At the end of the year, according ty 
the Equitable annual report, ordj 
life in force totaled  $8,260,800,0, 
Group life in force amounted to $8,399. 
200,000. Total payments to policyholj 
ers and beneficiaries during 1951 amoyy, 
ed to $23,742,000, of which $291,047,09) 
went to living policyholders. Additioy 
have been made to reserves of $8,700, 
with $100,300,000 provided for dividend 
A valuation reserve for securities of $1, 
400,000 was established. There was, 
gain in unassigned surplus and gr 
contingency reserves of $23,600,000 f, 
the year. Assets have increased $4,609. 
000,000 in two decades and new inveg. 
ments during that period amounted 
$12,300,000,000. This has enabled th 
company in 20 years to make special af. 
ditions to the policy reserves and: specig 
provisions for future interest requir. 
ments totaling $200 million. The effe 
has been to reduce to 234% the interes 
yield required to maintain the policy re. 
serves and $205 million has been realize 
as net profits on the sale or call ¢ 
assets. 

It is reported in the annual report by 
President Thomas I. Parkinson that the 
triennial examination of the society for 
1948-50, which was begun in November 
of 1950 has not been completed and js 
still under discussion with officers of the 
company. He commented, “There i 
every indication that the final report o 
the insurance commissioners, consistent 
with the reports of previous years, wil 
show the affairs of the society to be in 
excellent condition.” 


Direct Placement Record 


Mr. Parkinson states that since 1935 
Equitable has invested approximately $ 
billion through private negotiation with 
corporate borrowers and on the whole 
has enjoyed a little better yield on these 
investments than on similar securities 
purchased in the market. He reported 
that no loss of principal or interest was 
suffered in the huge investment through 
private negotiations and that the com 
pany has obtained a profit of approx: 
mately $30 million from sales and re 
demptions at a premium of a substat- 
tial volume of this investment before 
maturity. He says that in administer- 
ing an investment of this magnitude it 
would be exceptional if no problem 
arose. . 

The report states that one of the pri- 
vately negotiated investments is the loan 
to the McCarthy Oil & Gas Corp., and 
that these loans have not been in default 
as to interest, but Equitable has been 
obliged to defer amortization payments 
due during the last couple of years. The 
company holds first liens against the 
McCarthy Oil & Gas properties and 
against the Shamrock Hotel at Houston 
and land in its vicinity. The report says 
that Equitable protected its security by 
taking over the management of the oil 
and gas company during the year and 
that the company is now headed by 
Equitable’s legal investment counsel, 
Warner H. Mendel. The report states 
that through operation of this property, 
Equitable expects to obtain ultimately 
the principal and interest due. 


Hear Hudson at Rochester 


Owners of small “closely-held” bust- 
nesses should review their estate plans 
in order to protect the businesses from 
excessive federal taxation, Earl R. Hud 
son, executive vice-president Kennedy- 
Sinclair, Inc., New York, told the 
Rochester (N.Y.) Life Insurance & 
Trust Council. He advised small bust 
ness men to arrange insurance plans of 
business purchase agreements. 
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¢. of C. Proposes 
Kilday Alternative 


The U. S. Chamber of Commerce has 
announced its opposition to the Kilday 
pill and advanced a proposal that private 
fife companies offer individual policies 
to members of the armed forces earning 
more than $3,600 a year without a war 
clause. Carl N. Jacobs, president of 
Hardware Mutual Casualty of Wiscon- 
sin, and chairman of the insurance com- 
mittee, has commented that such an ar- 
rangement would enable the higher paid 
members of the armed forces to protect 
their families and receive the same treat- 
ment as civilians which is what the 
Kilday bill is designed to do. _Mr. 
Jacobs envisions the amount of indi- 
vidual policies offered without war 
clauses as being limited to $10,000 or 
$20,000. Any claims resulting directly 
from the war hazard would be reinsured 
by the government under such a plan, he 

id. 

The insurance committee has recom- 
mended that the government study the 
idea of coordinating existing service- 
men’s benefits with social security with 
an actuarial study made for the armed 
forces as well as other government em- 
ployes. Present benefits received by 
servicemen could be considered the re- 
ward for the extra hazard of military 


service, 





Small Companies’ First 
Day Program Completed 


The program has been shaped for the 
opening day of the small companies’ 
conference of L.I.A.M.A. March 17-19 
at Chicago. At the opening session, 
Harry S. McConachie, vice-president 
and superintendent of agents for Ameri- 
can Mutual Life of Iowa, and president 
of L.I.A.M.A., will discuss the small 
company and L.I.A.M.A. Harry J. 
Stewart, president of West Coast Life, 
will emphasize the importance of an 
agency building program to a_ small 
company. James E. Scholefield, vice- 
president of North American Life 
Casualty, will preside. 

Speakers for the afternoon will be 
Clyde J. Summerhays, vice-president 
and director of agencies for Beneficial 
Life, who will report on his company’s 
agency building program; Harry 
Krehbie, manager for Provident Life 
of North Dakota at Portland, Ore., who 
will describe his experience with a small 
company agency, and Joseph Weitz, re- 
search associate of L.I.A.M.A., who will 
report on a survey based upon visits of 
home office agency department person- 
nel to field agencies. 


French Mission’s Itinerary 


The second French insurance mission, 
which arrived at New York Monday for 
a three-week study of American insur- 
ance, will visit a number of insurance 
companies and associations in the east 
and middle west. 

‘Companies that will act as hosts to the 
mission are Washington National, Ev- 
anston, IIl.; State Farm companies, 
Bloomington, Ill.; Travelers, Connecti- 
cut General Life, Penn Mutual Life, 
Metropolitan Life, Prudential and Mu- 
tual Benefit Life. 

Associations participating in the pro- 
gram are Institute of Life Insurance, 
Life Insurance Assn. of America, Na- 
tional Board of Fire Underwriters, Assn. 
of Casualty & Surety Companies, Insur- 
ance Society of New York, American 
Mutual Alliance, Life Insurance Agency 
Management Assn., American College 
of Life Underwriters, American Insti- 
tute for Property & Liability Under- 
writers, Life Office Management Assn. 
and National Assn. of Life Underwriters. 


Sutherland Asst. Actuary 


John M. Sutherland has been named 
assistant actuary of the group depart- 
ment of Paul Revere Life. He joined 
the company following his graduation 
from Yale in 1947. He is an associate 








of Society of Actuaries and a member 
of the Boston and Hartford actuarial 
clubs. He served overseas in the war. 


To Study Rail Retirement 


WASHINGTON—The Senate labor 
and public welfare committee unani- 
mously approved a concurrent resolu- 
tion providing $50,000 for an actuarial 
study of railroad retirement provisions 
by a joint congressional committee. 
The resolution requires approval by the 
Senate rules committee, the senate, and 
the house. 


“Red Necktie Man” to Speak 


The man who made red _ neckties 
famous, C. T. Burg, vice-president in 
charge of sales Iron Fireman Manufac- 
turing Co., Cleveland, will close the 
sales congress of the Chicago Assn. of 
Life Underwriters with his talk, “Be- 
ware of the Three Bad Bogeymen!” 
Also featured at the afternoon session 
will be a panel discussion on “Tech- 
niques of the Human Side of Selling.” 
Moderator will be Russell C. Tomlinson, 
New England Mutual. Participants in 
the panel, all L.U.T.C. graduates, will 


be George P. Foster, Jr., Berkshire Life; 
Glenn E. Miller, National of Vermont; 
George J. Richter, Great-West Life. 


Joins Bureau Staff 


George E. Martel has jointed the staff 
of Bureau of A. & H. Underwriters. He 
was with the navy in the war and 
graduated with a master’s degree from 
the University of Massachusetts. 








C. J. Del Vecchio, supreme scribe of 
Royal League, is confined to his home at 
Chicago with a broken hip. 





the Company’s business: 


2. 








Reserves for 1952 Dividends — $13,305,000 


Total Income — $138,606,349 
Total Assets — $888,351,139 ............ 


Surplus — $45,380,525 ......0e.eeeeee 


Interest on Dividend Accumulations 
Here are reasons for the rapid growth of 


Exceptionally wide range of plans for all ages — 
ages 0-70; broad limits up to $250,000. 


A variety of liberal income settlement options — 
available to both individuals and corporations. 


An agency force well qualified by training and 
experience — to fit the various plans of insurance and 
income settlements to the needs of the individual. 


Low cost of benefits — made possible by five dividend 
increases to both old and new policyowners since 1943. 


The Company’s sound financial condition. 


LIE INSURANCE COMPANY Hanford 





HIGHLIGHTS OF OUR 106th YEAR 

@ New Insurance — $257,446,165 .....sceececeeeeeee. Up $15,810,188 over 
Insurance in Force — $2,273,170,774 .............. Up $161,474,698 over 
. Up $1,125,000 over 


Net Interest Rate Earned before Federal Income Tax, 3.68% 


..3%.. 


Up $51,151,717 over 


1950 


Paid to Policyowners and Beneficiaries — $68,984,837 .... Up $4,394,549 over 1950 


Up $7,500,534 over 1950 
1950 
Up $2,520,313 over 1950 


after, 3.52% 


Interest on Settlement Incomes ..3.25% 





$205.5 








NEW LIFE INSURANCE SALES... MILLIONS OF DOLLARS 


$257.4 
$241.6 


$211.0 
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Equitable Societ 
Advances Many 
High Executives 


NEW YORK — Equitable Society 
has advanced Alvin B. Dalager from 
vice-president to agency vice-president; 
Second Vice-presidents Samuel A. Bur- 
gess, Merle A. Gulick and William E. 
Walsh to vice-presidents, and Treasurer 
Henry Greaves to vice-president. 

Appointed 2nd vice-presidents are Oli- 
ver S. Swenson, Ray M. Peterson 
and Charles F. Andolsek. John L. 
Montgomery becomes treasurer. 

Executive Vice-president Frank A. 
Shailer of the securities investment de- 
partment has retired after 34 years’ 
service. A Wesleyan graduate, he joined 
the actuary’s department in 1917, be- 
came assistant actuary in 1929, auditor in 
1933, vice-president in 1935 and execu- 
tive vice-president in 1950. He is a fel- 
low of Actuarial Society and was man- 
ager and actuary of Insular Life of 
Manila before joining Equitable. 

Mr. Dalager, who now heads Equi- 
table’s entire sales organization, joined 
the company 35 years ago at Austin, 
Minn., while in the banking business, 
becoming field assistant, unit manager 
at Austin,- acting manager at St. Paul, 
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manager at Wilmington, Del., 2nd vice- 
president in 1938 and vice-president last 
December. 

Mr. Burgess started with Equitable 
in 1921 at Cleveland, after graduating 
from Davidson College. He served as 
cashier in Oklahoma and St. Paul, as- 
sistant to the manager of the Florida 
agency, district manager at Orlando 
and Miami, manager at Louisville and 
at Jacksonville, 2nd vice-president in 
the agency department in charge of the 
northeastern department and, last Au- 
gust, the middle Atlantic department as 
well. 

Mr. Gulick graduated from Hobart 
College and joined the group depart- 
ment in 1930. He became its associate 
manager in 1937, then greater New York 
divisional manager, and director of pub- 
lic relations. On returning from coast 
guard service he became general man- 
ager of the group department and 2nd 
vice-president in 1950. 

Mr. Walsh joined the underwriting 
department in 1921. He became the in- 
spection department’s chief assistant and 
in 1931 inspection bureau superintend- 
ent. In 1941 he became underwriting 
department superintendent, manager in 
1947 and 2nd vice-president in 1949. 

Mr. Greaves joined the policy division 
in 1894, became secretary of the finance 
committee, assistant treasurer in 1914, 
and treasurer in 1937. 

Mr. Swenson, a Georgia School of 
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D. W. (DAVE) CUNNINGHAM 


longest 
record of high persistency on large 
volume in ANICO history. Starting in 
Houston during the depression, he has 
built one of the top renewal and first 
year incomes and has twice held the 
highest honor club offices. Aside from 
professional success, Mr. Cunningham 
. « being one 
of the moving forces in the famed calf 
scramble of the great Houston Fat 
Stock Show that builds futures for 







A working contract that permits outstanding earnings. 
Policies that stand out in value against any competition. 


A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 


The most modern and effective selling aid program that 
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Technology graduate, joined the com- 


pany in 1937. After army service he re- 
turned as a public utility engineer and 
became assistant manager of public util- 
ity securities in 1949. 

Mr. Peterson joined the actuary’s de- 
partment in 1923 after receiving a mas- 
ter’s degree in mathematics from Uni- 
versity of Iowa. He has charge of the 
group annuity bureau responsible for all 
actuarial phases of group annuity busi- 
ness and most of its administrative op- 
erations. He became assistant actuary 
in 1933 and associate actuary in 1941. 
He is a fellow of Society of Actuaries. 

Mr. Andolsek has been in the policy 
claims department since joining the 
company in 1929. He has been manager 
of claims since 1948. He is a veteran. 

Mr. Montgomery joined the company 
in 1931 and became assistant treasurer 
in 1937. Before that he was in the in- 
vestment business in Philadelphia and 
later a trust fund investment officer in 
the National Bank of Commerce in 
New York City. He is a veteran. 





Law Firm Reception 


The ‘Chicago law firm of Ekern, 
Naujoks & Ekern entertained a large 
number of insurance company and or- 
ganization friends at cocktails at their 
quarters at One North La Salle street. 
This firm was organized about three 
months ago by attorneys who have been 
especially close to insurance activities 
but the reception was put off until the 
decoration of the offices was completed. 
Herman Ekern, who has been confined 
to his home at Madison, Wis., since last 
fall, was unable to attend although he 
is currently preparing to make a trip to 
Florida. The presiding honors were 
shared by his son, George L. Ekern, and 
Herbert H. Naujoks. 


Simple Presentations Urgey 
Sales Techniques Revieweq 
at Third Chicago Forum 


Agents should attune their sales pre. 
entation to the realm of their 
capabilities, Nathan H. Weiss of the 
Persons agency of Mutual Life declare 
at the third in a series of four 
forums sponsored by the Chicago Asp 
of Life Underwriters. 

Mr. Weiss outlined a modest Sketeh 
of his early experiences that began x 
years ago. Equipped with only a four 
grade education, he said he soon foyn 
that to keep pace with other giants j 
the business, he had to develop his om 
presentation which he considered simpk 
but perfect. Mr. Weiss credited th 
presentation for membership in his com. 
pany’s field club for the last 35 year 
A simple but effective presentation wa 
his method of adding a step to a shor 
sword, he said. 

Agents were urged to romance lif 
insurance without jumping the trac 
in their enthusiasm. It was pointed oy 
that the prospect’s imagination can } 
Stirred through the use of wam, 
imaginative adjectives. The __ prospect 
will also be impressed, Mr. Weiss saié 
by a careful handling of the contrag 
that will suggest its preciousness, 

Franklin M. Mangrum of the Clish 
agency of John Hancock, opened the 
program with a fresh review of nine 
standard selling techniques. 

Mr. Mangrum told agents on a can 
vass to leave their troubles home; to 
always praise their prospects, and never 
argue with them. He added that the 
agent should always make himself less 
important than his company. Modesty, 
he said, would lead to the self control 
necessary in any presentation. 














The new home office building of 
Washington National at Evanston, IIL, 
was opened to the public on Washing- 
ton’s birthday. The 800 home office em- 
ployes of the company proudly pitched 
in to display the seven-story modern 
structure which represents a climax in 
a series of moves caused by the growth 
of the company since it was started in 
1911 in a one-room office at Springfield, 
Ill. The new building has approximately 
85,000 square feet of floor space and 
becomes the focal point for the ulti- 
mate building program of the company, 
which envisions several additions to 
cover eventually a site area of 51,468 
square feet in downtown Evanston. 
Adjacent land for these future additions 
has already been acquired by Wash- 
ington National. 

The growth of the company has been 





so rapid that since the move of the 


Washington National's New Building 





company to Evanston from Chicago in 
1936, the space requirements have more 
than tripled. Another seven-story struc 
ture built in 1938 was the first unit m 
the expansion plan and it has been 
made an integral part of the new home 
office building. The company’s formet 
building at 610 Church street is just 
around the corner from the new building 
and the two are connected by ramps. 
The Church street quarters will be leased 
for the time being but will be held for 
future expansion. 

The new office building makes the 
maximum use of glass in combination 
with Indiana limestone facings. The 
building was tailor-made for home office 
purposes with unobstructed office v 
areas, with soundproofing for business 
machines and the latest ventilation am 
lighting. There is a luxurious lounge 
and cafeteria for employes. 
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Metropolitan 1951 
Writings Total 
3% Billion 


NEW YORK — Metropolitan Life’s 
ordinary business for 1951 was $1,996,- 
000,000, an increase of 4%, while indus- 
trial was $751 million as against $719 
million. Group insurance issued was } 
g753 million, making 1951 one of the 
company’s largest group years, though | 
substantially less than the 1950 record of | 
$1,055,519,636. This group drop was due | 
to the wage freeze and the delay in clari- | 
fying the government's wage and price | 
stabilization policy as it applied to group | 
insurance. Total new business was $3) | 
billion, as against $3,572,784,563. | 
Assets at Dec. 31, 1951, totaled $10,- | 
900,906,184 as against $10,338,071,651 the | 
year earlier. Surplus stood at $528,953,- | 
953 as against $506,736,713. Besides this | 
there were special surplus funds of 
$103,883,000 as against $115,389,000 a 
year earlier. 
$48 Billion in Force 


Life insurance in force at the end of 
1951 totaled $48,511,523,474, an increase 
of $3,087,000,000. Of the total in force, 
$23,188,122,756 was ordinary, $10,693,- 
315,787 was industrial, and $14,630,084,- 
931 was group. A. & H. in force was 
$4,949,366,303 in principal sum benefits, 
and $85,806,902 in weekly benefits. | 
Amounts reserved for dividend pay- | 
ments to policyholders during 1952 total 
$170,405,000, of which $81,120,000 was 
for ordinary policyholders, $50,166,000 | 
for industrial, and $30,400,000 for group | 
policyholders excluding A. & H., while 
$8,719,000 is for A. & H. 

The company’s 1951 earned interest 
rate, before deducting federal income 
taxes, was 3.07%, slightly higher than 
the comparable rate for 1950. After 
taxes the 1951 net rate was 2.87% as 
against 2.92% for 1950. 


$924 Million to Policyholders 


Payments to policyholders or benefi- 
ciaries amounted to $924 million, up $69 
million. The 1951 payments included 
$312 million in death claim pay- 
ments, $147 million in matured en- 
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the quarterly dividend rate on capital 


dowments, $141 million in A. & H. and 
disability benefits, and $34 million in 
annuity payments. 

President Charles G. Taylor, Jr., noted 
that more than $314 million of the death 
claims were under policies in force less 
than a year. Up to the end of 1951, ben- 
eficiaries of 2,372 servicemen who died 
in Korea received $2,236,000. 

Mr. Taylor also called attention to the 
amount of A. & H. and disability bene- 
fits, including hospital, surgical and 
medical expense. The total of $141 mil- 
lion is five times as large as the figure 
10 years ago. 


$3,373,000 Policyholders 


The company had 33,373,000 life insur- 
ance policyholders as of Dec. 31. Besides 
this there were 3,270,000 individual pol- 
icles or group certificates providing 
weekly indemnity and principal sum 
A. & H. benefits. Hospital, surgical or 
medical expense benefits were provided 
by 2,744,000 policies or certificates. The 
company also had 502,000 individual an- 
nuity contracts or group certificates in 
force for a total income of $184 million, 
including $34 million of annuity income 
now payable. 

The termination rate continued low 
and mortality experience favorable. 

At the year end, Metropolitan’s assets 
consisted of 48% of commercial and in- 
dustrial securities; 23% in U. S. and 
Canadian government obligations, 18% 
im municipal and farm mortgages and 
teal estate, and the balance in housing, 
policy loans, etc. 





Hikes Stock Dividend Rate 


Continental Assurance has increased 


stock from 30 to 40 cents. A dividend 
of 40 cents has been made payable 
March 31 to stock of record March 14. 





Sales Congress at Cleveland 


A notable program of practical sales 
ideas and inspirational talks was pre- 
sented at the northern Ohio sales con- 
gress at Cleveland, sponsored by Cleve- 
land Life Underwriters Assn., with 
about 350 in attendance. William J. 
Reilly, manager of Guardian Life, was 
chairman of the committee in charge. 


Fielding, Swaine Named 
Canadian Superintendents 


Two new insurance superintendents 
have been named in Canada. P. S. Field- 
ing becomes superintendent for Prince 
Edward Island succeeding A. W. Mac- 
Kinnon, who has been _ appointed 
Canadian counsel for Metropolitan Life. 
Fred A. Swaine is the new superinten- 
dent for Manitoba. He replaces Herbert 
Hunter, who has joined North Amer- 
ican Life & Casualty as executive di- 
rector,for Canada. 


Send Out N.A.I1.C. Securities 


Valuation Reserve Forms 


NEW YORK — The committee on 
valuation of securities of National Assn. 
of Insurance Commissioners has sent to 
the life companies and fraternal benefit 
societies copies of forms on which to 
supply data on the computation of their 
mandatory securities valuation reserves. 
They are to be returned to L. A. Griffin, 
executive secretary of the committee, 
61 Broadway, New York 6, N. Y., by 
March 15. 





STEP OUT 


Build 


YOUR OWN 


Profitable Agency! 





live, die or quit. 


new clients. 
anent forms. 
New Brokerage 


fully vested renewals. 


producers! 


Build, with these EXTRA ADVA 


gm | Expense-Free Compensation 
"| Compensation plan is separate from 
| expense. Overwritings— Ist year 
| and renewal —are yours! 

Vested Overwriting Renewals 


Easy-to-attain qualifications entitle 
you to your renewals whether you 


$10,000 Preferred Risk Contract 


Competitive net cost. Attracts many 


New Income Protection Rider 
Complete. Adjusted to every need, 
10 to 50 years, convertible to perm- 


For Life Men. Top commissions, 
plus 1st year expense allowance and 


Result-proved Direct: Mail 


...and other unique sales plans. 
Make even new agents immediate 





I 
| 
l 


Contract 


[ Take First Step Today. 
ls 





TERRITORIES OPEN: 





Agency opportunities ore open in these states 


Ohio North Carolina Michigan 
Pennsylvania Tennessee Ilinois 
New Jersey Kentucky lowa 
West Virginia Indiana California 


















NTAGES of out, Prosperity Gna 


If you’ve had some successful insurance expe- 
7 ~~ rience and are 28 to 50, write for full details 
on our Prosperity Contract. Address— 
Russell S. Moore, Manager of Agencies 


The MIDLAND MUTUAL Life Insurance Cr 


250 E. Broad Street, Columbus 16, Ohio 
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Figures from Companies’ Year-End Statements Shown 








Increase Surplus to New Ins. in 
n 


Total Policy- Bus. Force Dec. 
Assets Assets sac vg 1951 31, 1951 
$ 3 

Amer. Hosp. & Life........ 4,573,600 439,597 1,561,600 15,788,807 57,061,620 
Amer. TAfe, Ala. ...sccce-s 8,234,630 868,636 970,560 34,018,275 70,706,279 
Berkshire Life ............ 131,972,121 7,186,945 5,874,621 40,261,145 397,336,429 
Carolina Life .......scccre 22,213,896 2,234,067 2,239,627 59,978,219 209,584,154 
Tie See eee 1,024,670 90,114 490,525 1,269,869 4,910,061 
Citigons Natl. ...cccsceceece 587,209 158,803 270,764 3,154,151 7,449,531 
Commonwealth ............ 76,170,249 7,403,789 8,153,386 103,137,683 541,728,825 
Independence L. & A 1,081,736 270,581 599,547 2,427,025 3,321,183 
Legal Standard, Tex. 677,676 125,240 631,825 3,028,025 4,267,125 
Midwest Life ........ 9,797,180 907,000 864,240 9,756,966 54,601,845 
Monarch, Mass. ..... ae 33,686,356 4,437,810 6,226,705 37,616,118 182,724,194 
North Amer., Toronto ..... 155,965,040 11,934,345 7,513,102 77,014,780 568,997,242 
ROE NO FOO. 5 oes 04 0 cin cee 44,009,328 2,209,284 3,461,778 15,230,460 146,371,574 
DRRIDNO BAGS oc o.00.:00 0:00:00 00:0 14,159,090 2,021,832 2,277,267 52,745,300 155,374,033 
Security Benefit ........... 33,061,237 2,046,223 4,801,519 11,988,252 120,649,082 
Bmited. Fe. &. Aresiccecnveces 26,485,368 1,514,038 2,687,045 17,513,924 126,176,914 
Volunteer State Life ...... 49,315,114 2,855,761 3,942,874 18,780,491 192,872,300 


Increase Prem. Benefits Total 

in Ins. Income Paid Disburs. 
in Force* 1951 1951 1951 

$ $ 3 $ 

6,645,4032 5,075,626 2,794,327 4,938,632 
8,227,5192 2,944,666 808,974 2,445,740 
21,118,764 12,382,865 6,959,581. .sccsess Tt 
14,638,269 6,579,489 1,448,781 5,861,794 
1,422,620 134,585 36,545 265,542 
2,784,651 254,243 113,693 317,007 
58,272,8303 14,305,816 3,497,357 10,019,786 
1,089,374 1,316,067 423,629 1,176,510 
1,555,901 ee ee 40,373 
4,470,997 1,348,537 654,067 1,755,406 


21,073,065 4,213,175 1,041,434 12,722,748 
55,120,9115 19,064,560 8,706,341 15,550,250 

7,381,091 4,932,992 2,249,373 4,543,870 
13,344,401 7,055,023 1,853,632 5,538,685 

3,694,8437 3,898,000 1,920,028 3,250,191 
10,180, 4925 3,025,330 1,563,411 3,908,584 
22,172,2479 4,814,016 2,772,063 4,360,056 


*In column six, the superior numbers denote either net increases or decreases in group life insurance due to normal change in number of 


employes in a group and employes becoming entitled to additional insurance. 


The respective changes, with decreases preceded by a minus 


sign, are 1—$476,645; 2—$131,750; 3$4,437,971; 4+—$28,000; 5$2,746,445; %—$1,000; 7$10,000; 8$6,500; 9$12,325,125. +Not readily available. 








Events for NALU 
Midyear Listed 


NEW YORK—Following is the time- 
table for the mid-year meeting of the 
National Assn. of Life Underwriters to 
be held at the Edgewater Beach hotel, 
Chicago, March 17-20. 


Monday, March 17 
9 a.m. N.A.L.U. board of trustees (all 
day). 
12:15 p.m. Luncheon, general agents 
and managers conference. 
2 p.m. Meeting of general agents and 
managers conference. 
6 p.m. Dinner of general agents and 
managers conference. 
Tuesday, March 18 
:30 a.m. General agents and managers 
ference. 
p.m. N.A.L.U. committee meetings. 
p.m. N.A.L.U. board of trustees. 
Wednesday, March 19 
9:30 a.m. Meeting of ‘tthe National 
council (all day). 
12:15 p.m. N.A.L.U. Wheelhorse and 
L.U.T.C. fellowship luncheon. 
Thursday, March 20 
9:30 a.m. N.A.L.U. board of trustees. 
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A.L.C. Plans April Meets 
at Little Rock, Richmond 


American Life Convention has plan- 
ned regional meetings at Little Rock 
on April 1-2, and at Richmond on April 
819. Details of the meetings have not 
been arranged but they will follow the 
general pattern of regionals set in re- 
cent years by A.L.C.. Two full days will 
be given to off-the-record discussions of 
current questions. 


Seek Ky. Tax Liberalization 

Under a bill now before the Ken- 
tucky legislature, state inheritance taxes 
would not apply to the first $40,000 of 
insurance to a named beneficiary. Under 
existing laws only the first $20,000 is 
exempted. 

The state revenue department says 
enactment of the bill would result in a 
loss of about $74,000 a year in state in- 
come, but it is felt that it would en- 
courage taking out more insurance and 
that the loss would be offset by the third 
year through the 2% premium tax on 
additional premiums. 
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Reap Enters 
Production Field 


NEW YORK—Donald J. Reap, as- 
sistant editor of THE NATIONAL UNDER- 
WRITER, has joined 
the Solomon Huber 
agency of Mutual 
Benefit Life here. 
The agency special- 
izes in estate plan- 
ning and has its 
own technique, 
estatology, which 
integrates a client’s 
assets for efficient 
cash or income dis- 
tribution by proper 
selection of instru- 
ments of estate dis- 
position. D. J. Reap 

Mr. Reap went 
with THE NATIONAL UNDERWRITER here 
in 1947. For a time he covered fire and 
casualty news and was assistant editor 
of the “Casualty Insuror.” For the past 
four years he has specialized in life in- 
surance reporting and has emphasized 
estate planning study and research. He 
also attended Fordham University law 
school, electing subjects related to estate 
and ‘business insurance planning. He 
will receive his law degree in June. 

Mr. Reap was graduated from Univer- 
sity of Scranton in 1942. He served in 
Europe and Africa for four years as an 
army artillery and press liaison officer 
until his discharge as a major in 1946. 
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Tells of Claim Settlements 


Settling life insurance claims is not 
a morbid or depressing job, as some 
people think, but since the dollars are 
paid to living people who usually have 
an absolute and urgent need for the 
check, the work is “On the Sunny Side 
of the Street.” This was emphasized by. 
Jerome Boyer, assistant superintendent 
of claims of Northwestern Mutual Life, 
in a talk to the Racine (Wis.) Optimist 
Club. He explained the various settle- 
ment plans available and urged periodic 
review of policies to keep up with re- 
quirements of family and general eco- 
nomic situations. 


New England Almanack Out 


New England Mutual Life is intro- 
ducing the New England Almanack this 
month. Scheduled quarterly, the publi- 
cation is a four-page, two-color folder 
which will be forwarded regularly to 
policyholders with premium notices. 





Bankers National Record 


Bankers National Life of New Jersey 
paid for 50% more in January than a 
year ago, bringing life insurance in force 
to $192,076,644. February has been des- 
ignated president’s month and President 
Ralph R. Lounsbury was recently pre- 
sented a series of birthday greetings 
accompanied by applications written in 
his honor. The agents are striving for 
the goal of $200 million insurance in 
force by the 25th anniversary of the 
company next Oct. 5. 





Summer Courses ip 
Family Finances q} 
Four Universities 


The Universities of Pennsylvania, Wis. 
consin, Connecticut, and Southern Meth. 
odist will hold summer _ workshops jy 
family financial security for high schog 
teachers, administrators and faculty 
members of teachers’ schools. 

The workshops are expansions of the 
program begun at the University 9 
Pennsylvania in 1950-51. Scholarships 
awarded by the sponsoring universitj 
will be granted by the Institute of Lif 
Insurance. 

In addition to faculty members of th 
universities, outside lecturers, from | 
financial institutions, will also attend 
Subjects covered will include sources g 
income, budgeting, buying and _ borroy. 
ing on credit, home rental and owner. 
ship, life insurance, general insurance, 
investments and social security. Course 
participants will also work in curriculyn 
laboratories, where they will develop 
units of teaching and classroom materi. 
als based upon the needs in their ow) 
schools and communities. 

Dates for workshops are as follows: 
University of Pennsylvania, June 39. 
Aug. 9; University of Wisconsin, June 
30-Aug. 22; Southern Methodist, July 
14-Aug. 8, and University of Connecti. 
cut, Aug. 4-22. 

Dr. E. Duncan Grizzell will head the 
workshop at the University of Pennsyl. 
vania; Dr. John Guy Fowlkes, Univer. 
sity of Wisconsin; Dr. C. L. Wisseman, 
Southern Methodist, and Dr. P. Roy 
Brammell, University of Connecticut 
The Pennsylvania program will place 
emphasis on leadership training. 





New Tax Is Proposed on 
All Michigan Insurers 


LANSING, MICH.—A strongly sup. 
ported effort is being made in the Michi- 
gan legislature to impose a corporation 
franchise fee on Michigan-domiciled in- 
surers of all types. 

Michigan companies now pay only 
property taxes and certain other levies, 
such as the intangible tax on part of 
their investment portfolios. Non-Michi- 
gan life companies pay a 2% premium 
tax and property insurers 3%. 

The bill just offered would establish 
a privilege fee on all Michigan stock 
companies, mutuals, associations, medi- 
cal and hospital service corporations and 
the state accident. They would pa 
5 mills for each dollar of paid-up canal 
surplus and “unassigned funds.” The 
minimum payment would be $10 and 
the maximum $50,000. 

If the companies operate outside of 
Michigan, payment would be based on 
the ratio of Michigan business to total 
premium volume. The amount paid 
under the proposed new act would be in 
lieu of all other taxes except the prop- 
erty tax on home office buildings and 
similar properties. 





Aetna Appoints Choquette 


Aetna Life has promoted Charles R. 
Choquette, supervisor of direct mail, 
to assistant advertising manager for the 
life department. 

Mr. Choquette was a copywriter for 
a New York publishing house before 
joining the company in 1948. 


Hugh Tuttle, vice-president and one 
of the organizers of Commercial Trav- 
elers of Salt Lake City, has resigned 
and is now vice-president of Equitable 
Life & Casualty of Salt Lake City. 


INSURANCE COMPANIES 
Bought and Sold 


INQUIRIES INVITED 


Confidential 


BRINSOR ASSOCIATES 


102 Waldheim Bldg. * Vi. 4466 * Kansas City 
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zned Actuaries Are Advanced 


Mr. Buck, a fellow of Society of Actu- 
aries, joined the company in 1940 
in the underwriting department and 
in 1947 was assigned to underwrit- 
mg research. He was transferred to the 
actuarial department in 1949 and named 
actuarial assistant. He will be respon- 
sible for agency statistics and mortality 
Mvestigations. Mr. Cook joined Lincoln 
ational’s group department last month 
after having served as assistant actuary 
of Reliance Life for nearly a year. He 
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The Cost of That Letter You Write 


Like everything else, the cost of writ- 
ing a letter has gone up. Today the 
estimate is 93c, including the time of 
the person who dictates it, the time of 
the person who writes it, and the stamps. 
paper and printing. This does not figure 
in the Post Office deficit for delivering 
it. 

If an agent or company executive 
writes 100 letters a month, he is costing 
his firm $93. This is hardly believable, 
but undoubtedly true. 

Yet we still get—and probably write 
—some letters that do not reduce but 
add to the confusion of things. This is 
because the purpose is uncertain. What 
is it the writer wants to find out from 
the reader? Is he as sure as he can be 
that the specific reader to whom he ad- 
dresses his letter is the best qualified 
of those persons he knows to give him 
the answer he wants? 

It would be profitless in a time when 
the economic life is so complicated and 
communication is as difficult as it is, 
to expect people to reduce substantially 
their letter writing. Yet letters can be 
made more effective and perhaps a slight 
reduction would result if certain stand- 
ards were applied each time a letter 
is conceived. 

We have already mentioned a couple 
of these standards. Many letters that fail 
of their mark do so because they do 
not include enough specific information 
to enable the reader to make a decision 
without more correspondence. De- 
pending of course on what state the cor- 
respondence has reached, and the in- 
formational relationship between writer 
and receiver, the writer can help his 
cause immensely by putting in all that 


he believes to be germane. 

The mistake frequently is made by 
the writer of assuming the reader knows 
more about the subject at hand than the 
reader actually knows. When the writer 
does this, it leads to more letters. 

Many writers who are extremely busy 
have adopted the practice of answer- 
ing extramural communications on the 
original letter itself and sending it back. 
This saves a good deal of maneuvering 
and might be encouraged if letterheads 
were printed up in such way as to afford 
a section for a reply. Or, the writer 
could simply close his epistle with the 
line, ‘You may answer this on the 
reverse side if you wish.” Another idea 
with some letters is for the writer to 
state that no answer is needed. Many 
letters do not call for an answer but 
get one, particularly letters of congrat- 
ulation or, if the fellow is in the hos- 
pital, of commiseration. If the receiver 
of the letter then ‘wants to reply, he 
may do so, but the writer has absolved 
him from being impolite, in case he does 
not. 

Though the 93c that it costs to write 
a letter is reason enough for paying 
some heed to reducing the flow of them, 
perhaps the real pinch nowadays is a 
matter of time. There is so much paper 
work in the insurance business at best 
that every additional piece of paper 
processing needs to be confined to the 
absolutely essential, or perhaps the day 
will come when all the insurance people 
will do is read and write letters, make 
notations of various sorts, and gen- 
erally spend their entire life doing paper 
work. Practically all of it is spent that 
way nowadays anyway. 


An Unexplored Region Beckons 


A recording device has been developed 
that is so compact that it can be fitted 
into a briefcase and employed to record 
interviews without the interviewee know- 
ing about it. This suggests that after 
many years of fumbling around in the 
dark the life insurance business may be 
on the way to finding out what really 
goes on in a sales interview. 

For many years life insurance sales 
executives, along with sales managers 
generally, have been uneasily aware that 
though they were supposedly patterning 
their model sales talks on what star 
salesmen told their prospects, nobody 
really knew what the salesman said to 
the prospect and vice-versa. Not much 
is known about what is said in a sales 
interview but enough is known to make 


it clear that accounts based on what the 
salesman thinks he said are generally 
so inaccurate that they may be any- 
where from useless to worse than use- 
less as a guide. 

Anybody who can remember what 
he said and what the other fellow said 
during a fairly long interview would be 
something of a mental freak. Such a 
gift for total recall would certainly be 
a most unlikely attribute for a top-flight 
salesman, who of course has plenty on 
his mind just keeping the interview go- 
ing on the right track and in the direc- 
tion of the sale without making a men- 
tal record of the proceedings. 

And even if a salesman were able to 
recall most of what he and his prospect 
had said, there would of course be lack- 


ing the intonation, timing, and other 
intangible elements that would show up 
only throwgh an actual recording. 

Of course, having a tape recording of 
what some million dollar producer told 
his prospects isn’t going to make a star 
out of a mediocrity. But certainly care- 
ful study of a number of such record- 
ings should be extremely useful. It would 
take intelligent analysis rather than 
slavish copying, for the latter would 
ignore the vital factors of personality of 
the salesman and his prospect, except as 
reflected in a limited way in the record- 
ing. A star actor gives a memorable 
performance while another actor, with 
the same words and perhaps even with 
the benefit of a record of the star’s per- 
formance, may give a dismal rendition 
with the same lines. Nevertheless, it is 
true that a mediocre actor will do bet- 
ter with good lines than with poor ones. 
The same should certainly be true of 
salesmen. 

In this connection, it might be ob- 
served that there is a great deal more 
room for improvement in the writing of 
model sales talks then in the field of 
writing plays, when it comes to natural- 
ness. Prepared sales talks, at least most 
of them, sound like something written 
rather than something to be spoken. 


Many resemble the New Yorker mag. 
azine’s “Remarks We Doubt Ever Got 
Made” specimens. 

Unfortunately, the mere awareness of 
the fact that they were being recorded 
might cramp the style of some goog 
salesmen. However, we believe that 
most agents would be so much more in. 
terested in concentrating on the sale 
than in wondering how they were sound. 
ing that this should not be too much of 
a handicap. 

Ideally, of course, the best system 
would be where neither the agent nor 
his prospect was aware of the fact that 
they were being taken down by a me. 
chanical stenographer. Of course, when 
the interview was over, the salesman 
would have to tell his prospect that he 
had been “taped” and offer to destroy 
the recording if he had an objection to 
its use for improving the breed. 

The prospect’s possible adverse reac. 
tion might be a reason why some sales- 
men would object to participating jn 
such a project. But we venture to say 
that if reasonable care were used in the 
selection of prospects, they would not 
only be willing to give their retroactive 
cooperation but would be considerably 
intrigued at listening to a playback of 
the interview. 








PERSONAL SIDE OF THE BUSINESS — 





Edwin T. Golden, one of the leading 
producers of New York Life, presi- 
dent of its Top Club on two occasions, 
has been appointed chairman of the 
Israel bond committee at San Fran- 
cisco. As chairman of the business and 
professional division of the Jewish wel- 
fare fund campaign, Mr. Golden visited 
Israel in 1950 to make an “on the spot” 
study of its problems and conditions. 

John C. F. Merrifield, general agent 
for Connecticut Mutual Life at Port- 
land, Ore., became a grandfather at 43 
with the birth of Molly Ann Mitchell, 
born to his daughter, Mrs. Robert A. 
Mitchell. 

Allen O’Donnell, general agent of 
Equitable Life of Iowa, has been named 
chairman of the public service division 
for the Red Cross fund campaign at 
Buffalo. 

Austin H. Feltus, associate general 
agent of John Hancock at Buffalo, has 
been appointed chairman of the down- 
town division of the 1952 Red Cross 
fund campaign there. During the war 
he served overseas with the Red Cross 
for 26 months. 

J. E. Lawler, vice-president of Union 
Life of Virginia, has been named to the 
Virginia committee of the Carver-Wash- 
ington Americanism commission. 

Henry F. Chadeayne, comptroller of 
General American Life, has been ap- 
pointed chairman of the St. Louis city 
welfare commission. 


President T. A. Sick of Security Mu- 
tual Life of Lincoln received signatures 
of the entire home office staff on a cer- 
tificate prepared for his 35th anniversary 


with the company. Preparation of the 
certificate was kept a secret and it is 
believed that this was the first time in 
35 years that Mr. Sick didn’t know 
what was: going on around the home 


DEATHS 


V. H. JENKINS, vice-chairman of 
Occidental Life of California, died at 
Pasadena following _ ' “i 











a two-week illness. 
He had entered the 
hospital for obser- 
vation following 
what was later di- 
agnosed as a heart 
attack. He was 
resting easily and 
believed recovering. 
He had been 
with Occidental 38 
years, for 20 years 
as vice-president in 
charge of produc- 
tion. Vv. 
Occidental was 
preparing a dual recognition of Mr. 
Jenkins at the time of his death. The 
field force was winding up a whirlwind 
three-month production campaign, the 
“Jenkins Sweepstakes,’ which was to 
close with a celebration in his honor at 
the Top Club convention at White 
Sulphur Springs next month. Home of 
fice associates had planned a luncheon 
for him Feb. 29, when he was to retire 
from active home office service under 





H. Jenkins 
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ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, T 708 Employers Insurance 
Bldg., Tel. Prospect 1127. Alfred E. Cadis. 
Southwestern Manager. 

DES MOINES 12, IOWA—3333 Grand Avenue, 
Tel. 7-4677. R. J. Chapman, Resident Manager, 
DETROIT 26, MICH.—413 Lafayette Bldg., 
Tel. Woodward 3-2826. A. J. Edwards, Resident 
Manager. 


KANSAS 
Bldg., Tel. Victor 9157. 
Resident Manager. 


CITY 6, MO.—605 Columbia Bank 
William J. Gessing, 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager; 
Donald J. Reap, Eastern News Editor. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127, Tel. Pennypacker 5-3706. E. H 
Fredrikson, Resident Manager. 


PITTSBURGH 22, PA.—503 Columbia Bldg. 
Tel. Court 1-2494. Jack Verde Stroup, Resl- 
dent Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron Bldg, 
Tel. Exbrook 2-3054. F. W. Bland, 
Coast Manager. 








Februar. 
=—— 


the com 
He en 
came f¢ 
manage! 
1924 and 
was nat 
producti 
senior \ 
chairma 
tor sinc 
of Los - 
and for, 
ican Li 
Life In: 
A son, ¢ 
tive ass! 
partmen 
ROB! 
at Pitts! 
panies, | 
Bureau 
panies < 
town al 
manage: 
ART] 
of Mon 
in his 
shortly 
Montrez 
insuran¢ 
Life of 
Reliance 
years W 
tional L 
retary 
advance 
aging d 
1997... ] 
nadian | 
RUD 
tired m: 
burgh, | 
ceeded 
PET! 
of the 
Dempseé 
home a 
former 
was reg 
insuran 
JOH! 
ager fo! 
1928, di 
there. } 
pany 40 


Cont: 
Ben 
have p 
Lee Li 
active 1 
pany. 


Fidel 
applicat 
ment fc 
the stat 
been re’ 








29, 1959 
—=—_— 
er mag. 
ver Got 


eNeSs of 
‘ecorded 
le good 
ve that 
nore in- 
he sale 
- SOund. 
nuch of 


system 
ent Nor 
act that 
a me- 
>, When 
ilesman 
that he 
destroy 
‘tion to 


€ reac- 
> sales. 
‘ing in 
to say 
in the 
id not 
oactive 
lerably 
ack of 





*, 





February 29, 1952 


11 








————— 


the company’s retirement plan. 

He entered life insurance in 1914, be- 
came field superintendent in 1920, co- 
manager of the home office agency in 
1924 and brokerage manager in 1927. He 
was named vice-president in charge of 
production in 1931 and was elevated to 
senior vice-president in 1946 and vice- 
chairman in 1951. He had been a direc- 
tor since 1937. He served as president 
of Los Angeles Life Underwriters Assn, 


and for many years was active in Amer-, 


ican Life Convention and the former 
Life Insurance Sales Research Bureau. 
A son, Gordon V. Jenkins, is administra- 
tive assistant in Occidental’s agency de- 
partment. 

ROBERT N. WELSH, 50, manager 
at Pittsburgh of the Farm Bureau com- 
panies, died there. He went with Farm 
Bureau in 1934 and was with the com- 
panies at Huntington, W. Va., Union- 
town and Butler, Pa., before becoming 
manager at Pittsburgh. 

ARTHUR P. EARLE, 72, president 
of Montreal Life, died of natural causes 
in his hotel suite at New York City 
shortly before he was to return to his 
Montreal home. Mr. Earle started in 
insurance in 1896 with North American 
Life of Toronto. He became actuary of 
Reliance Life in 1903 and later for two 
years was an actuary of Columbian Na- 
tional Life. In 1910 he was named sec- 
retary and actuary of Montreal Life, 
advanced to general manager, then man- 
aging director, and became president_in 
1927. He was a past president of Ca- 
nadian Life Insurance Officers Assn. 

RUDOLPH M. OEHMLER, 81, re- 
tired manager of Guardian Life at Pitts- 
burgh, died after a long illness. He suc- 
ceeded his father in that post. 

PETER E. DEMPSEY, 84, member 
of the law firm of Knepper, White & 
Dempsey, Columbus, O., died at his 
home after a short illness. He was a 
former assistant attorney general and 
was regarded as an authority on fraternal 
insurance law. 

JOHN A. SCOTT, 64, district man- 
ager for Prudential at Gary, Ind., since 
1928, died of a heart attack at his home 
there. Mr. Scott had been with the com- 
pany 40 years. 





Control R. E. Lee Life 
Ben M. Kohen and R. Frank Lee 
have purchased control of Robert E. 
Lee Life of Dallas. They have been 
active in the management of the com- 
pany. 


Fidelity Life & Disability has filed an 
application with the California depart- 
ment for permission to withdraw from 
the state. The company’s business has 
been reinsured by Constitution Life. 











Pension Trust Men Concerned 


Specialists in individual pension trusts 
have become acutely aware of the lack 
of cohesion between the men with in- 
terest in and knowledge of this field 
nationally. They feel that there was too 
little presented to the WSB, for ex- 
ample, by men in the pension trust field, 
whereas the group annuity problems 
were better presented. They have no 
central organization through which they 
can make themselves vocal and must 
act through associations which are con- 
cerned with many other matters and 
cannot give full attention to the prob- 
lems of the individual pension trusts. 

One of the difficulties is that pension 
trust specialists are few in number; the 
total of offices which have done much 
work in this field nationwide probably 
amounts to about 250. Even in the 
larger cities, there are only a handful of 
men regularly concerned with pension 
trust business. Naturally it is rather dif- 
ficult for a small group and a widely 
separated group to get together on such 
common problems as WSB regulations. 


Devitt, Priebe Candidates? 


Workers for Arthur Priebe, Penn Mu- 
tual, Rockford, Ill., and Frank H. Dev- 
itt, manager Capitol Life, Denver, are 
understood to be lining up support for 
these men in the race for trustee of 
National Assn. of Life Underwriters. 
Neither man has officially announced his 
candidacy. 





Figures Aren't What They Seem 


As a result of the change of the basis 
of making annual statements from the 
cash to the accrual basis, things may 
not always be what they seem. For ex- 
ample, Metropolitan Life’s news release 
dealing with its annual statement says: 
“Payments to policyholders or benefici- 
aries amounted to $924 millions, a gain 
of $69 millions over 1950.” Anyone com- 
paring this total of payments with the 
corresponding figure for 1950 might 
think Metropolitan was being unduly 
modest in its $69 million figure, for the 
difference between the 1951 figure of 
$923,817,463 and the corresponding 1950 
figure of $837,385,321 is not $69 million 
but $86,432,142. 

However, the $86 million figure dis- 
torts the picture because 1950 business 
was reported on a cash basis and 1951 
business was reported on an accrual 
basis. The $69 million gain in payments 
to policyholders takes into account the 





| 


change in basis and correctly reflects the 
actual increase in this category. 


Metropolitan a Top Advertiser 


Metropolitan is the only life company 
listed by Publishers Information Bu- 
reau as among the 100 leading advertis- 
ers during 1951 in 94 general magazines 
and national farm publications. Metro- 
politan spent $1,060,000 in these publi- 
cations in 1951 and has spent about the 
same amount in each of the last four 
years. 

Among the life companies spending 
$10,000 or more during 1951 in .39 farm 
papers are New York Life, $96,000; 
Prudential, $30,000; Equitable Society, 
$24,000; Bankers Life of Iowa, $24,000, 
and Mutual, $20,000. The Institute of 
Life Insurance spent $175,000 in these 
farm publications. 


Tells Cost-Cutting Methods 


Abner W. Boyd, methods analyst, 
Provident Life & Accident, has an ar- 
ticle in the Office Executive for Feb- 
ruary, entitled “New Reproduction 
Method for Monthly Expense Statement 
Saves 2,100 Man Hours Annually, Gets 
Reports Out on Time.” Mr. Boyd in 
the article describes exactly what pro- 
cedures were followed to cut down on 
the time expenditure in handling the re- 
ports. Office Executive is published by 
the National Office Management Assn., 
132 West Chelten Ave., Philadelphia 44, 
Pa. 


Slow Boat to A. & H. 


There are several life companies 
poised to write A. & H. policies for the 
first time. These companies are ac- 
companying their entry into this busi- 
‘ess with little fanfare and have done 
whatever they could to discourage their 
agency forces from fixing on any defi- 
nite starting date. They have been 
guided to this caution by the experi- 
ence of some companies which _her- 
alded their entry into this field with 
optimistic predictions of when they 
were going to begin writing business. 
These companies discovered that it 
takes a long time to develop forms and 
get them approved, to train and hire 
personnel for a type of operation which 
is foreign to life insurance people. In 
some companies it was six months to 
a year after the time the companies 
had told the agents they were going 
to be writing A. & H. that the A. & H. 
departments actually were issuing poli- 


cies. It seems to some better to keep 
things quiet until the last minute. 


No Help for Undecentralized 


The already considerable difficulty in 
obtaining competent female clerical help 
—or any kind of female clerical help, for 
that matter—is being noticeably aggra- 
vated among New York City home of- 
fices and agencies by the shift of many . 
businesses to the suburbs. 

The New York Times quotes one ex- 
ecutive as saying, “If my sheep dog 
could type and take shorthand, I could 
get him a job as a secretary in New 
York immediately.” 

There is scant temptation for a secre- 
tarial trainee to undergo ordeal by com- 
mutation and spend $15 to $20 a month 
in fares when she can make almost as 
much working for a firm in the suburban 
area where she lives as she could in the 
city. The same considerations apply to 
suburban married women who held sec- 
retarial jobs before their marriage. 





Campbell Again 








The president’s trophy, highest annual 
field award of Prudential, was awarded 
for the third successive year to the 
Newark agency headed by Charles W. 
Campbell. The honor was conferred at 
a banquet in Newark attended by 200 
members of the staff, guests and com- 
pany officials. The Campbell ordinary 
gross volume paid for in 1951 exceeded 
$30 million and there was more than 
$16,500,000 in group volume. The agen- 
cy also established a company record 
for individual sales achievement by hav- 
ing four representatives credited with 
net paid for of more than $1 million. 
Among them was Bernard C. Lewis 
who, with sales of $1,200,000, led all 
Prudential agents. 

In the accompanying picture, Mr. 
Campbell, on the left, is presented the 
trophy by President Carrol M. Shanks. 
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A WELL-BALANCED COMPANY 





New Paid Business Sets Record 


Outstanding performance by Fidelity’s 
Field produced a record high $74,750,000 


new business in 1951. 


Payments to policyholders and beneficiaries 
were also the largest in the Company’s 
seventy-three year history. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 











re sy jad 

The Name dual Jus” 
describes the relationship between 
the Company and its policyholders 
and Field Force. This relationship 

has been built on: 
. A purely mutual operation. 
. A General Agency foundation. 
. Net level premium reserves. 


. A strong surplus. 
. Flexible settlement options. 


| 
2 
3 
4. Very low net cost. 
5 
6 
7. Its stable territory: 


la. . Mich. . Minn. . N.D. . Ohio . Wash. . Wis. 
- RI, , Vi, 


iH. . Ind. . 
N.Y. . Conn. . Me. . Mass. . N.H. . N.J. . Pa. 


Exceptional Field Opportunities available ... 
Write to the Agency Secretary. 


LIFE INSURANCE CO. 











COMPANIES _ 


Reserve Doubles Capital 
to $1 Million; All in Bonds 


Reserve Life of Dallas has doubled its 
capital to $1 million and has placed 
the entire amount in government bonds 
on deposit with the Texas state treas- 
urer as a permanent fund for the pro- 
tection of policyholders, according to 
an announcement by C. A. Sammons, 
president. : 

The company’s capital and surplus 
funds now total $5,020,458 and assets 
are $20,112,725. Reserve Life, already 
one of the leading companies in A. & H. 
and hospitalization, began development 
of its life department only a few years 
ago and already has $53 million in force. 








Plan Move to New Building 


American Investors Life will move 
into a modern two-story home office 
building at Dallas before the end of the 
month. The building is situated on a 
four-acre wooded tract. 

American Investors 
A. & H. field this year. 


will enter the 





Guarantee Mutual Course 


Guarantee Mutual Life recently com- 
pleted its first week-long home office in- 
struction and review school for eight 
new agents who qualified for the course 
by reaching specified production re- 
quirements. 


National L. & A. Plans Fete 

There will be 775 National Life & 
Accident field men and their wives at- 
tending the Golden Jubilee celebration 
of the company to be held at Nashville, 
March 13-15. A total attendance of more 
than 1,500 is expected. 





New Lincoln Income Home 


Lincoln Income Life of Louisville has 
purchased a four-story building con- 
taining 43,000 square feet of floor space. 
The building, purchased at a cost of 
$500,000 is located on the edge of Louis- 
ville’s business district. After remodeling 
and redecoration the company will 
occupy its new building early in 1953. 





Federal of Detroit Gains 


Total premium volume for 1951 of 
Federal Life & Casualty of Detroit was 
nearly 30%: greater than in 1950 and 
gains were scored in both the A. & H. 
and life departments. Assets rose to $5,- 
350,191. 





General American Modernizes 


General American Life has awarded 
the general contract for a $250,000 mod- 
ernization program on the first six floors 
of its home office building at St. Louis. 
The contractor is scheduled to complete 
the job by mid-year 1953. Improve- 
ments will include air conditioning, 
acoustical ceilings, floor coverings, light- 
ing, new elevators and redecoration. 








Plan Course for U. of Tex. 


The executive committee of Texas 
Assn. of A. & H. Underwriters last 
week at Austin discussed plans for the 
disability insurance sales course to be 
held at the University of Texas June 
2-4. 

A tentative slate of officers and direc- 
tors was named to be voted on at the 
March 8 meeting. 


Name Honor Staff Officers 


National Fidelity Life has appointed 
the following Honor Staff officers: J. 
Adam, Emporia, Kan., president; 
W. E. Merrill, Colby, Kan., vice-presi- 
dent, and A. Persons, Marshall, 
Minn., secretary-treasurer. In 1953, the 
club will hold its annual meeting aboard 
a cruise vessel on the Great Lakes in 
July or August. 











WANT ADS 


Rates $13 
ans an in Chicago office 175 W. Jack. 
jay morn _ a - 
son Blvd. individuals placing ads are requested 
to make payment in ance. 
THE NATIONAL UNDERWRITER 
Insurance Edition 


inch per insertion— ! inch mi 
wo vg per inch. Deadline mn 





WANTED 


Accountant - Comptroller 


Home office position with 
growing legal reserve 
company for man fully ex- 
perienced in life and dis- 
ability accounting. Sub- 
stantial earnings and a 
real opportunity for qual- 
ified applicant. Our em- 
ployees know of this ad. 
Write, giving full details, 
to President, P. O. Box 
6166, Dallas, Texas. 








WOMAN 
LAY UNDERWRITER 


Excellent opportunity for experienced woman 
underwriter, under age 45, with well established 
midwest woman's fraternal life insurance organ- 
‘ization. 

Write in confidence giving age, previous and 
present employment, educational background, 
experience, present salary and other pertinent 
information. 

Personal interview in Home Office at Com- 
pany's expense will be arranged for selected 
applicants. 


Address K-29, The National Underwriter, 
175 W. Jackson Blivd., Chicago 4, Illinois. 








‘AGENCY MANAGER 


For a small, sound Illinois Life Insur- 
ance Co. Write us in detail as to just 
why you are the man. 


Correspondence Confidential. 


Address K-44, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Ill. 








CALIFORNIA 


Large Eastern LIFE, ACCIDENT and HEALTH 
CO. has oqeeey openings in Oakland and Sac- 
ramento. undreds of orphan policyholders 
available. Promotion possible to District Man- 
ager. Address K-34, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








SUPERVISOR WANTED 


Chicago general agency of an old established eastern 
company has opening for an experienced supervisor 
with a successful record in recruiting and training. 
Our company plan offers very exceptional future gen- 
eral agency opportunity. In reply furnish all par- 
ticulars which will be treated confidential. Address 

-40, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








POSITION WANTED 
WITH WEST COAST AGENCY 


Cashier-Office Manager desires position with 
sizable Branch or General Agency operation. 
Several years experience all phases agency 
activities including training and handling broker- 
age business. Veteran with legal educational 
background. Address K-42, The National Under- 








writer, 175 W. Jackson Blvd., Chicago 4, ! 
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_ LIFE MANAGERS 





Managers Group Brings in 
Outside Speakers at S. F. 


Introducing first of a series of talks 
and discussions on subjects of interest 
by men outside of insurance, San Fran- 
cisco General Agents & Managers Assn. 
heard a review of developments along 
educational and political lines presented 
by W. Donald Fletcher, director; John 
R. Johnson and Samuel Sewall of the 
Coro Foundation, a research organiza- 
tion. Subject of the panel was “Under- 
writing the Political Future.” ; 

Future meetings will include discus- 
sions by accountants, attorneys and 
representatives of commerce and mer- 
chandising. 


Hear Owen at San Antonio 


San Antonio managers, at the sug- 
gestion of G. Archie Helland, Connecti- 
cut Mutual, expressed appreciation of 
the work of L. Mortimer Buckley, New 
England Mutual, Dallas, and R. N. 
Lewis, Great National, Austin, in making 
the tri-city sales congress outstanding. 

Dr. Henry T. Owen, professor of life 
insurance at University of Texas, spoke 
on the problems that life insurance men 
must face at this time. 





Curry St. Louis Speaker 


Forrest J. Curry, general agent of 
Penn Mutual at San Francisco, spoke on 
recruiting at a dinner meeting of Gen- 
eral Agents & Managers Assn. of St. 
Louis. 


Sun Still Shines on L. A. 


The economic outlook for Los 
Angeles is brighter than the national 
outlook for this year, Lloyd Hummell, 
general agent for Bankers Life of Ne- 
braska, declared at a meeting of the 
Los Angeles Agency Supervisors Assn. 


AGENCY NEWS 


Guarantee Mutual Leaders 
for Past Year Announced 


The Leonard agency for Guarantee 
Mutual Life at Tulsa led all company 
agencies in volume in 1951. The Mc- 
Donna agency at Bismarck, N. D., was 
the leader in A. & H. production. 

Top personal producer in paid volume 
was Victor de Gomez of Los Angeles. 
J. A, Tripoli of Detroit led in paid 
premiums. Other leaders were E. _T. 
Agnew of Bismarck, paid A. & H. pre- 
miums, and Boyd Flinders of Burbank, 
Cal., paid A. & H. cases. 














Merrifield Production Up 


The Merrifield agency for Connecti- 
cut Mutual Life at Portland, Ore., has 
won the company’s president trophy 
five of the last six years. Production for 
1951 was 36% over the previous year. 





Oregon District Leads B.M.A. 


Business Men’s Assurance Oregon 
agency topped the company in 1951 with 
$11,500,000 written business. H. G. Horn, 
state Manager, and three of the com- 
Pany’s Oregon agents, W. G. Chatham, 

- E. Horn and Edward Biggs, all 
Feieed for the Million Dollar Round 

able. 





Veterans Help Fete Veteran 


William R. Carnduff marked his 30th 
year with the Rappaport agency for Pa- 
cific Mutual Life at Chicago at a 
luncheon recently. Also on hand were 
‘Henry Gross, 32 years with the 
sasacy, and Edward W. Levitt, 38-year 
veteran, 








Tells Supervisors What 
C.L.U. Can Do for Them 


Earning a C.L.U. designation can 
help an agency supervisor in his 
current problems and at the same time 
help him along the road to future suc- 
cess in management, Carl Spero, in- 
dependent, president of the American 
C.L.U. Society, told New York City 
Life Supervisors Assn. 

For the supervisor of full-time men, 
Mr. Spero mentioned that getting those 
agents started toward a C.L.U. designa- 
tion would help greatly in reducing 
turnover and increasing persistency of 


business. He pointed out that 38% of 
the members of the Million Dollar 
Round Table are C.L.U.’s. 

As training methods become more 
advanced and the competency of the 
insurance salesman improves, the su- 
pervisor is going to find that the men 
in his agency need additional training. 
This training can only be given by com- 
petent supervisors. Mr. Spero said it 
would be increasingly difficult to at- 
tract quality manpower to an agency 
without the progressive higher educa- 
tional approach. 

On the brokerage side, he urged su- 
pervisors to do less “visiting of life 


insurance” with general insurance men. 
Never call on a man, with rare excep- 
tion, unless you have some idea that 
will be of help to him in his work, he 
advised. 


Elect Five to Reliance Board 


Four home office executives were 
among five new directors elected to the 
Reliance Life board. They include Vice- 
presidents Robert C. Kneil, Glenn G. 
Lamar and Frank G. Whitbread, and 
Actuary G. Robert Mullans. The other 
new director is Joseph D. Frank, vice- 
president and general counsel of Lin- 
coln National. 
























income. 


Insurance in Force 


Net Interest Earned 


to 3.07%. 





Paid to Policyholders and Beneficiaries 
% $5,526,702.98 was paid to policyholders and 
beneficiaries in 1951, of which 45% was 
paid to living policyholders. In fact, the 
total paid or credited to policyholders and 
beneficiaries was in excess of total premium 


* During 1951 the Company passed the 
quarter-billion dollar mark. Insurance in 


force now exceeds $254,000,000.00. 





CONTINENTAL 


AMERICAN 


companies. 


Large Average Policy 

* As a result of a quality field organization 
and a quality clientele, Continental Amer- 
ican again achieved one of the very highest 
averages in the life insurance business for 
size of new policies and for size of policies 


in force. 


: : * Average size of new policies, $8,077. 
* The interest rate on investments increased 


during 1951 to3.25%. After allowing for the 
greatly increased Federal Income Tax on 
investment income, the rate was reduced 


$5,741. 


Haigh lights of 4954 


Financial Strength 
* Assets of $71,068,336.42 exceed liabilities, 
except capital funds, by 8.5%—a more 
than ample margin of safety by the usual 
standards of financially strong life insurance 


% Average policy in force at end of year, 


* 89.4% of all new insurance issued in policies 


of $5,000 or over. 

























44th ANNUAL STATEMENT 














December 31,- 1951 
ASSETS LIABILITIES 
Bonds: 
U. s Government. << os $19,433,541.71 27.4% Insurance and Annuity Reserves . . . . . $64,298,277.22 
Canadian Government . . . 308,995.89 4% Reserve for Policy Dividends . . ... . 779,430.51 
State, County and Municipal . 589,952.31 8% Reserve for Taxes... ---.- ++ s 223,000.00 
Nig ae ke 5 8,954,184.49 12.6% All Other Liabilities... 2.2.2... 174,307.11 
Railroad. ........ 285,885.51 4% TOTAL LIABILITIES, EXCEPT CAPITAL. . $65,475,014.84 
Ee eae 182,497.04 3%  CoplalStok..... $ 637,530.00 
TotalBonds. ....... . $29,755,056.95 41.9% Reserve for Contingencies 870,619.73 
Preferred and Guaranteed Stocks 1,295,195.00 1.8% Surplus. . . . «~~ + 4,085,171.85 5,593,321.58 
Common Stocks ....... 79,705.00 1% TOTAL. .... «+ « « « $71,068,336.42 
First Mortgage Loans. . . . . 33,119,099.97 46.6% 
Home Office Property. . .. . 674,838.57 9% 
Liens Secured by Policy Reserves 4,678,269.26 66% M ER Ic AN 
Cash in Banks and in Office . . 1,466,171.67 2.1% CONTINEN TAL A aan 
er ef $71,068,336.42 100.0% LIFE INSU RANCE COMP 
Wilmington, Delaware 
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reinsurance 





When you need Reinsurance of any 
Casualty feature of your policies, it 
will be to your advantage to address 
us at: 


Home Office, Kansas City, Mo. 
Zone 13. 





New York Office, 107 William St. 
Zone 7 


Chicago Office, 175 W. Jackson 
Zone 4. 


San Francisco, 114 Sansome St. 
Zone 4 


Our response will 
be immediate. 





Employers 
Reinsurance 
Corporation 

















AMONG COMPANY MEN 





Holtzman Becomes Associate ° Life Underwriters, and the St. Pay 


Actuary for Pan-American 


Pan-American Life has promoted 
Edward F. Holtzman, assistant actuary, 
to associate actu- 
ary. In his new 
post, Mr. Holtz- 
man will have su- 
pervision of the 
actuarial depart- 
ment under John 
Y. Ruddock, vice- 
president and actu- 
ary. He joined the 
actuarial depart- 
ment in 1920. He is 
a graduate of the 
University 
of Michigan and a 
veteran of the yy, F, Holtzman 
first world war. 








Skinner New Vice-President, 
Agency Head of Southland 


Southland Life has appointed Ken- 
neth B. Skinner vice-president and di- 
rector of agencies. Mr. Skinner joined 
the company as agency secretary in 
1946, and became assistant agency direc- 
tor in 1949. He is a graduate of the 
University of Texas and the commerce 
school of the University of Pennsyl- 
vania. Mr. Skinner is past president of 
the Dallas C.L.U. chapter. 





Perry Succeeds Sharpe 
as Puritan Life President 


Arthur L. Perry has been advanced 
from vice-presidert to president of Puri- 
tan Life to succeed Henry D. Sharpe 
who continues as a director and member 
of the executive committee. William P. 












The combination of natural ability, 
ring generalship learned through 
experience, and a fighting heart 
usually marks the champion boxer. 
But with it all, he knows the im- 
portance of having strong hands. 


GUARDIAN strengthens the hands 
Bee of its field representatives by of- 
r Meet es fering a diversified and well- 
ees os, rounded kit of attractive policies 
Me eee gel and services. 


Included among them are: 
Low cost Preferred Risk 
Low premium TERM 


She 
GUARDIAN DISABILITY INCOME PROVISION 


Unique Pension Trust facilities 


Ye Drsanance Company Salary Savings Insurance 
OF AMERICA They help towards performance of 


real championship calibre. 
FIFTY UNION SQUARE : 


NEW YORK 3, N. Y. 


Sheffield was named vice-president. 

Mr. Perry was made a director of the 
company in 1930, replacing his father, 
the late Charles Perry, who was a direc- 
tor from the company’s founding in 1907 
and also served as president. 

Mr. Sharpe has been a director since 
1920. He was made vice-president in 
1922 and president in 1925. 

Mr. Sheffield has been a director since 
1922. 





Reserve Advances Oshlo 


Frank H. Oshlo 
has been advanced 
by Reserve Life of 
Dallas from actu- 
ary to vice-presi- 
dent and actuary. 
He has been with 
Reserve Life for 
two years. Prior to 
that he was actuary 
of George Wash- 
ton Life of West 
Virginia. He took 
actuarial tarining at 
Drake University 
and the University 
of Iowa. He is a Frank H. Oshlo 
navy veteran. 





New Universal Life Head 


A. Maceo Walker, a graduate of 
Fiske University, has been elected presi- 
dent of Universal Life of Memphis, all- 
Negro company, succeeding his father, 
Dr. J. E. Walker, who becomes chair- 
man. B. G. Oliver was elected secretary- 
treasurer; H. A. Dilliam, director of 
agencies, and L. O. Taylor, actuary. 





North Central Names Asbury 


North Central Life of St. Paul has 
named L. V. Asbury, St. Paul real 
estate broker, and Walter P. Dorle, local 
banker, to the board. Mr. Asbury was 
formerly associate general agent for 
Aetna Life at St. Paul. He is a past 
president of the Minnesota State Assn. 


General Agents & Managers Assn, 





Tenn. Valley Names Two 


Tennessee Valley Life has appointeg 
William Ray manager for _hospitaliza. 
tion at the new Memphis district office 
and named J. C. Delony chief under. 
writer and claim adjuster for hospitalj- 
zation at the home office. Mr. Delony 
was formerly with Coastal States Life 


Prudential Names Brasher 


Prudential has appointed James §, 
Brasher training consultant at Los 
Angeles. Mr. Brasher joined the com- 
pany in 1948, and became district man- 
ager at Albuquerque, N.M., in 1951, 


Hyde Quits Editor Post 


M. A. Hyde, vice-president and secre- 
tary of Security Mutual Life of Ne 
braska, who has been editor of the 
company bulletin since its establish- 
ment, is being succeeded in that post by 
Donald M. Clark. Mr. Hyde will remain 
a contributing editor. 


Paul M. Klein of Kansas City has 
been elected a director of Accredited 
Hospital & Life of St. Louis. He was 
formerly assistant manager of the 
A. & H. division of Employers Reinsur- 
ance, resigning to become president of 
Mid-American agency at Kansas City, 
specializing in A. & H. 

















Disaster Claim Report 
Procedure Established 


A system of reporting on benefit pay- 
ments to families of persons involved in 
disaster is being set up by the Institute 
of Life Insurance, in cooperation with 
the International Claim Assn. Letters 
have been sent to all member companies 
of the latter association and to addi- 
tional life companies, requesting some 
initial data concerning benefit payments 
made in connection with recent railroad 
disasters and asking for their readiness 
and cooperation in the event of future 
disasters. 

With the objective of meeting the 
frequent calls for information concern- 
ing the extent of personal protection 
against such catastrophes, it is hoped 
that immediate reports will be made in 
future disasters, so that the Institute 
may make a round-up story available 
showing the role of life insurance as a 
social force in keeping families to- 
gether where tragedy has struck. 





Will Issue Term to Age 70 


Philadelphia Life will now issue term 
to age 70. The company has also intro- 
duced a “guaranteed estate builder” 
issued from birth to age 10. At age 20 
the amount of insurance automatically 
increases to five times the original 
amount. If death occurs before age 20, 
all premiums are returned in addition 
to the face amount of the policy. 





Prouty to Home Office Post 


Travelers has named Herbert J. 
Prouty assistant 
superintendent of 
agencies. He _ has 
been manager at 
Detroit since 1948. 

Mr. Prouty join- 
ed the company as 
a field supervisor at 
St. Louis in 1930. 
He subse 
quently served as 
field supervisor at 
Peoria, assistant 
manager at Cin- 
cinnati and man- 
ager at Columbus, 
O., and Peoria. 
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ACCIDENT AND HEALTH 
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A. & H. Not a Sideline, 
Kaliff Tells Austin Group 


Morris Kaliff, San Antonio general 
agent of Continental Assurance, speak- 
ing at Feb. 19 meeting of Austin Assn. 
of Accident & Health Underwriters, 
said that A. & H. should not be re- 
garded as a sideline but as a field re- 
quiring study to the extent that the 
salesman has a complete knowledge of 
the service he and his company are 
offering, as well as a good idea of what 
other companies are providing. 

Describing his approach, Mr. Kaliff 
said he does not carry a brief case, and 
he meets his prospect’s secretary by 
saying, “I am Mr. Kaliff, I want to 
talk to Mr. Smith about his income.” 

He said this is an open sesame be- 
cause everyone is ready to talk about 
his income. Mr. Kaliff said he makes 
the same approach to the prospect with 
variations to suit the situation and the 
character of the prospect. He asks his 
prospect to name his most valuable 
asset and follows this with the ques- 
tion as to what assurance the prospect 
has that his income will continue for- 
ever. Then Mr. Kaliff shows how the 
continuance of income may be _ guar- 
anteed when illness or accident disable 
the worker and as he proceeds with his 
presentation he secures the necessary 
information and has filled out the appli- 
cation by the time he is ready to close. 
He then asks the prospect if he will 
verify the statements on the applica- 
tion. 

In questioning the prospect, Mr. 
Kaliff first asks for height and weight, 
next for health history as to sickness 
and the character of the ailments as 
well as their seriousness. When making 
the presentation he concentrates on 
the policy which he believes best fits 
the needs of his prospect and he 
stressed the importance of selling the 
policy correctly. This, he said, is essen- 
tial to growth and to conservation of 
business. 

When asking for the check Mr. 
Kaliff suggests that the prospect make 
a deposit, trying first for an annual 
premium and if necessary for a semi- 
annual or quarterly premium. He con- 
centrates on prospects of adequate in- 
come to justify the purchase of a policy 
which will provide comparatively large 
monthly benefits. He advised the sell- 
ing of medical reimbursement to those 
who have a good income. 


Conn. General Offers Family 
Major Medical Expense Form 


Connecticut General Life is making 

available to policyholders a new type of 
major medical expense protection for 
families. 
_ It pays for care and treatment while 
in the hospital and for a six months’ 
convalescence period following hospital 
confinement. It includes up to $200 for 
payment for diagnosis and treatment 
during the two months preceding hos- 
pitalization. 

There is a choice of deductibles, either 
$300 or $500. Then the company pays 
75% of the rest of the expenses, up to 
a total of $5,000. Connecticut General 
last year announced similar major medi- 
cal expense protection on a group insur- 
ance basis, 


Four Hours Too Late 
WASHINGTON—The U. S. court of 
appeals here has affirmed a lower court 
ruling denying to the estate of Mr. and 
Mrs. Ralph F. Miller, Chevy Chase, 
Md., proceeds of a $30,000 accidental 
death policy, which was held to have 





expired less than four hours before both‘ 


were killed in an airplane crash here at 
11:45 a.m., Nov. 1, 1949. 

The couple had taken out a 31-day 
policy from Continental Casualty before 
leaving on an air round trip to England. 
The court held the policy gave coverage 
for 31 days beginning 8 a.m., Oct. 1, 
and was not in effect when the accident 


occurred. The Miller estate attorney 
had contended policy terms were am- 
biguous and should be construed most 
favorably to the Millers. 


Plan Cash Sickness Law 
Revision in Rhode Island 


PROVIDENCE, R. I. Benefits 
under Rhode Island’s cash sickness law 
would be increased and operation con- 
trols tightened under a series of amend- 
ments being drawn up by Gov. Roberts’ 
administration. 

Under the proposals, the maximum 
weekly benefits payable to unemployed 
workers would be raised from $25 to 
$30, to be offset by increases in the 
amount workers and employers pay 
into the fund. Employers would pay an 
unemployment compensation tax on the 
first $3,600 earned by a worker in a 
year, instead of the first $3,000, as now. 
The payment of workers would be in- 
creased by requiring employes to pay 
1% of the first $3,600 earned instead of 
the first $3,000. 

In order to tighten the fund’s re- 
serve, at an all-time low of about $22 





million, it is being proposed that work- 
ers must earn $600 annually instead of 
$300 to be eligible for benefits. It also 
is expected the governor will recom- 
mend some concessions to employers in 
a new application of merit rating. 

Carleton I. Fisher, Providence agent, 
has resigned as industry representative 
on the advisory counsel of the depart- 
ment of unemployment security. 





Chicago Congress March 18 


Chicago A. & H. Assn. has sched- 
uled its 1952 sales congress for March 
18 at the Midland hotel. For the first 
time it will meet for breakfast instead 
of luncheon, the meeting starting at 
8:15 a.m. Carl H. Lane, field super- 
visor General American at St. Louis, 
will speak on “Business A. & H. Insur- 
ance,” Robert J. Glasgow, assistant 
vice-president of Continental Casualty’s 
aviation and special risks division on 
“New Inroads into the Accident and 
Health Industry” and Edward H. 
O’Connor, managing director Insurance 
Economics Society, on current legisla- 
tive activities affecting the A. & H. 
business. 





A. & H. Club of New York wil! have 
entertainment featuring movies of the 
last outing at its March 11 meeting. 


Mutual Benefit Life Scores 
Huge Business Cover Gains 


Business insurance written in 1951 
by Mutual Benefit Life totalled $48,086,- 
031 on 1,559 lives. This was an increase 
of 40.17% in volume and 58.96% in 
lives over 1950 and’ represented 18.6% 
of the company’s total new insurance 
sales in 1951. 

Gains as high as 500% over 1950. 
business insurance volume were re- 
ported by 45 of the company’s 72 
agencies. Partnership insurance almost 
doubled the 1950 volume and corpora- 
tion insurance increased from $29 mil- 
lion in 1950 to almost $38 million last 
year. Total company sales of new 
insurance also reached a new peak. 


Liberty, Neb., Promotions 


Liberty Life of Nebraska advanced 
Don E. Albin from assistant vice-presi- 
dent to vice-president and educational 
director. George C. Albin was elected 
assistant vice-president. Delbert Pinker- 
ton, assistant secretary, was elected 
comptroller. 


Walter M. Greene, actuary and gen- 
eral manager of Western American Life 
of Reno, has resigned to enter insurance 
activities in Texas. 














FOR JACK— 


& Dismemberment 


Sick benefit 


Newark, N. J. 
Houston, Texas 


e $1500 Life Insurance 
e $1500 Accidental Death 


e $25 Weekly Accident & 


Prudential security plans sell because they serve 


Jack Dorn’s Group insurance, available through his 
employer’s cooperation, gives him added family pro- 
tection in event of his death and funds to help pay 
the costs of personal or family disability. This pro- 
tection strengthens Jack’s security, relieves his worry. 
The result is that he’s a better employee, because his 
morale and cooperation are improved, his efficiency 
and production increased. 


This is the plan .. . 


FOR JACK AND HIS FAMILY- 
e $150 Medical Expense 


e $8 Daily Hospital 
Expense 


e $200 Surgical Expense 


Tom Hallet, the insurance man who sold this Group 
plan, says, “There’s real profit in Group sales. And 
thanks to Prudential’s all-round service to policy-: 
holders—particularly the prompt payment of claims 
—you'll find Prudential Group easier to sell. Pru- 
dential service sells Group—helps you keep it sold.” 


For top-notch Group service call The Prudential 
Agency nearest you. 


The above facts are based on an actual case, 
but of course true identities are not given. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


Los Angeles, Calif. 
Toronto, Ont. 
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LIFE AGENCY CHANGES 





Postal Names Baker, Carr 
to New York Agency Posts 


Postal Life has named Curtis G. 
Baker assistant general agent for the 
Hamill agency at New York City, and 
Benjamin Carr brokerage manager for 
the Wolff agency, also at New York 
City. 

Mr. Baker entered the business with 
Massachusetts Mutual Life in 1949. Mr. 


Carr was formerly brokerage  super- 
visor for Manhattan Life. He has been 
in the business since joining Travelers 
in 1932. 





Former Manager Back on Job 
Art W. Clendenin has rejoined Union 
Life of Arkansas as manager for Colo- 
rado and New Mexico at Denver. Mr. 
Clendenin joined the company in 1945, 
and left in 1948 to assist a sister and 
brother-in-law in business. 
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David O. McKay, President 





A Beneficial Thought 


"In an era of intensive competi- 
tion, the investment of knowledge, 
skill, and effort is the price of high 
reward. Those who serve well will 
survive and prosper. This is as it 


should be in a free economy." 


Over a Quarter Billion Dollars 
of Life Insurance in Force. 








PANY 


Salt Lake City, Utah 











~ Unusually Attractive 
Home Office Opening 


A billion dollar life company is looking for a qualified 
man in the 30-40 year age bracket, to assume the 
immediate supervision and promotion of its complete 
and integrated training program now in use by its field 
force. A CLU with field experience preferred. Ability 
to think, plan, teach and write mandatory. Ample op- 
portunity for future advancement. 


Complete cooperation will be given man chosen by all 
home office associates. Give full information when writ- 
ing, including starting salary required. Replies will be 
held strictly confidential. 


Write Box K-31, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. 








Besser Retires After 20 
Years with Lincoln Natl. 





E. E. Besser, Jr., has retired as gen- 
eral agent of Lincoln National Life at 
Chicago. This retirement has been .en- 








E. E. BESSER, JR. 


forced by an illness of considerable 
duration. Mr. Besser has been general 
agent for Lincoln National for 20 years 
at Chicago and has been in the life in- 
surance business for 38 years. He had 
maintained an office at 166 West Jack- 
son boulevard for 32 years. 

Mr. Besser will continue with Lincoln 
National but will be located at a resi- 
dence he maintains at Montague, Mich. 
He will have an office in Chicago for his 
personal business. 

Lincoln National has named no suc- 
cessor to Mr. Besser at Chicago as yet. 


Mass. Mutual Takes on 
Bass at San Antonio 


Massachusetts Mutual has named 
Harper H. Bass general agent in charge 
of a new agency at San Antonio. Mr. 
Bass has been assistant manager for 
Prudential at San Antonio. He entered 
the business with Aetna Life there in 
1938. He served in the navy and joined 
Prudential in 1946. He is a graduate of 
Southwest Texas State College. 





State Farm Advances Wilson 


Robert A. Wilson of Richmond has 
been promoted to associate regional di- 
rector of the State Farm companies in 
Virginia, Maryland, Delaware and Dis- 
trict of Columbia. H. E. Baumberger 
is regional director. 


Peterson to Seattle Post 


Burton E. Peterson of Minneapolis 
has been named agency manager at 
Seattle for western Washington by 
Woodmen Accident and Woodmen Cen- 
tral Life. He succeeds C. Les Adams 
who has been manager there. Mr. Peter- 
son joined the Woodmen companies in 
1945. He is a son of Nels J. Peterson, 
district manager at Little Falls, Minn., a 
past president of the President’s Club of 
the Woodmen companies. 








Mood to Home Office Agency 


Dwight L. Mood, manager for north- 
eastern Indiana of Lafayette Life at 
Fort Wayne since 1948, has been ap- 
pointed manager of the home office 
agency at Lafayette. He has been with 
the company 15 years and was midwest- 
ern field supervisor for three years be- 
fore going to Fort Wayne. 


Ellis Named at Rapid City 


Occidental Life of California has 





opened a new general agency at Rapid 
City, S. D., with Norman A. Ellis as 
manager. Mr. Ellis started with Pacific 


Mutual in 1938 as an agent at Dea. 
wood, S. D., and in 1948 was promoted 
to general agent for Nebraska at Omaha 
He is on the executive committee 9 
Nebraska General Agents & Managers 
Assn. He is a graduate of University of 
Nebraska and a navy veteran. 

His father, Seth R. Ellis of Dead. 
wood, entered life insurance in 1915 and 
was made a general agent in 1923. Two 
brothers are also active in life insurance 





MacKenzie in Brokerage Pog 


Canada Life has appointed Lloyd K, 
MacKenzie brokerage supervisor at Los 
Angeles. A graduate of McGill Univer. 
sity, he joined the Sun Life of Canada 
in 1940 and after Canadian air 
force service returned to life insurance 
at St. Paul, later going to Los Angeles, 





Jason Agency Gets Plummer 


Prudential has transferred Ernest T, 
Plummer, assistant manager for the 
White agency at Los Angeles, to the 
Jason agency there. Mr. Plummer be. 
came assistant manager last year. He 
has been with the company since 1948, 





Pursell to Peoria for Aetna 


Aetna Life has appointed Lambert 0, 
Pursell associate general agent at 
Peoria. Mr. Pursell joined the company 
at Reading, Pa., in 1937 and later be 
came supervisor and assistant general 
agent there. In 1950, he was appointed 
agency assistant at the home office. 





Prudential Transfers P. H. Smith 


Prudential has transferred Pierce H. 
Smith, district maanger at Albuquerque, 
to Inglewood, Cal., as district manager, 
He had been manager at Albuquerque 
since 1950 and with the company since 
1935, 








Stops Group Life Payments, 
Held Liable for Benefits 


Because the employer had in its pos- 
session unpaid wages, it was held liable 
by Pennsylvania supreme court for the 
sum beneficiary would have received 
under a group life policy had premium 
payments not been discontinued. The 
court held there was sufficient evidence 
to justify a jury finding that the assured 
had not severed employment. The case 
was Peyton vs. United States Steel Co, 
CCH 15 (Life, Health & Accident) 21. 

Peyton worked for U.S. Steel until 
Aug. 14, 1943, when he failed to report 
for work. On three subsequent days 
that month he worked for a landscape 
gardener, being paid daily. After that 
he did not return to U.S. Steel, nor did 
he work for any other employer. The 
following month he was committed to 
jail, where he died from a_ tubercular 
condition. 


Wanted “Some Quick Money” 


U.S. Steel contended that on Aug. 13, 
1943, Peyton left its employ and from 
that time on it no longer was responsi- 
ble for payment of premiums on the 
group policy. The court held, however, 
that there was no evidence that Peyton 
intended permanently to leave his em- 
ployment or that he had been dis- 
charged. A company nurse testified that 
when she visited Peyton to determine 
why he had been absent she was told 
that he planned to return soon after he 
had made “some quick money.” Pey- 
ton’s beneficiary explained this remark 
as meaning the deceased had to earn 
some immediate money to buy food for 
his family. It was brought out that 
Peyton was considered industrially unfit 
as of Aug. 13, 1943, by a physician. 





Incentive Plan Approved 


Stockholders of Connecticut General 
Life at the annual meeting approved 
the employes incentive plan, previously 
recommended by the directors, under 
which eligible employes will share ™ 
the company’s earnings. 

Pomeroy Day, Hartford attorney, was 
elected a director. 
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Sales Ideas and Suggestions 


Dictating-Machine in Home Helps MDRT 
Qualifier Keep Days Clear for Selling 


By doing his dictating and other de- 
tail work at home evenings, Edward 
Russo, Northwestern Mutual, Baltimore, 
frees his daytime hours for the maxi- 
mum amount of time in the presence 
of his prospects. Mr. ‘Russo, who has 
qualified for the Million Dollar Round 
Table for the last seven years, has an 
extremely competent secretary and a 
simplified work procedure that permits 
him to shift as much as possible of the 
detail work to her. 

By having an Audograph dictating 
machine at home, Mr. Russo has to do 
very little dictating in the office. He 
figures that from one to two hours of 
his own time is saved by dictating in- 
structions on the machine and that at 
least a couple of hours a day are saved 
by his secretary because she can_re- 
ceive and carry out his instructions 
much more efficiently by not having to 
take notes. 


Simplicity the Keynote 


The essential factor in Mr. Russo’s 
work system is simplicity. He has long 
believed that the greatest mistake that 
he could make as an agent would be to 
become enmeshed in detail with a work 
system that would be both complex 
and time-consuming. He is intensely 
conscious that the place for him to be 
is in the presence of a prospect. He 
keeps asking himself subconsciously 
what is the most important thing for 
him to do at that particular moment. 
The answer is, obviously, to be talking 
to someone about life insurance and its 
advantages. 

Mr. Russo’s normal daily program 
is to be at the office from nine until 12. 
As soon as he gets in he gives his sec- 
retary the dictation discs that he has 
done at home the previous evening. The 
first thing he does is to try to line up 
a luncheon appointment for that day 
unless he already has one. 


Telephones for Appointments 


Most of the rest of the morning he 
spends in making appointments on the 
telephone for succeeding afternoons. He 
has about 80%) of his interviews in his 
office simply because he suggests that 
they be held there. All his interviews 
are the result of previous telephone ap- 
pointments. Since 1948, with a few 
minor exceptions, practically all his 
business has come to him through re- 
fered leads or is on old policyholders. 

Besides arranging appointments, Mr. 

Russo uses his mornings to prepare for 
any interviews that he may have in 
which proposals are being submitted 
or a close is being attempted. He has 
very few evening appointments but he 
1s not opposed to them and will arrange 
one with anyone whom it is impossible 
for him to see during the day. 
_ Most of his evening work, however, 
is spent in filling out applications, do- 
ing dictation, and reviewing material 
oo came into the office during the 
ay. 


USES WORK SHEET 


Next morning, when he gives his sec- 
retary the dictation discs to be tran- 
scribed, he also gives her a work-sheet 
on which he has listed the name of the 
Person to whom he has dictated a letter, 
when he wants the letter to go out, and 
Mstructions as to how it is to be fol- 
lowed up so that at any time during 
the day, week or month, he can, by 
looking at the work sheet, tell the 
Status of any file that is in the hands 
of his secretary for completion. 

Under the follow-up heading on the 








work sheet there are two columns one 
headed “Give to Me” and the other 
headed “R.” Those marked “R” are for 
Mr. Russo to follow up. Those in the 
other column may be marked to go into 
the “pending” file, for example, or 
marked to come up again in one week. 

Those marked “pending” go into the 
pending file and wait until the papers in- 
volved come back from the prospect 
or policyholder. The one labeled “one 
week,” for instance, will be followed up 
by Mr. Russo’s secretary if within a 
week the man designated hasn’t sent in 
the audit policy sheets or whatever 
else he was supposed to send in, and 
the secretary then follows through. 

Mr. Russo finds the keeping of this 
work sheet an invaluable aid in keeping 
the office work on schedule. He also be- 
lieves that it is a definite advantage 
for him to be regularly in the office 
from nine until 12:30 each morning. His 
policyholders and prospects know where 
to find him. Often they want to drop in 
without an appointment or reach him on 
some urgent matter and they know that 
they can do so. 

Another advantage of his system is 
that minimum of time is lost between 
appointments because most of them are 
scheduled to take place in his office. 
Also, doing the detail work at night 
and at home increases the number of 
hours Mr. Russo has available during 
the day to make presentations. 

Mr. ‘Russo has consciously striven for 
the utmost simplicity not only in his 
work method but in the finished prod- 
uct. 


Keeps Proposals Simple 


“We don’t get involved in any long, 
drawn-out proposals,” he said when 
asked about his set-up. “The only time 
we enter into anything of any great 
length is on a competitive case when I 
feel that I owe it to my client to make a 
very thorough and extensive study for 
his benefit as to the value of buying 
Northwestern insurance in view of its 
low net cost position.” 

After Mr. Russo has conducted the 
preliminary interview and made the 
close, the applications have been signed 
and the policy has been issued, his 
secretary takes care of all the option 
settlements, setting up the beneficiaries, 
and other service details, following out 
instructions that he has given her on 
the Audograph disc. He doesn’t see 
this file again until every matter of serv- 
ice has been completed. 

Occasionally it is necessary for his 
secretary to discuss something in the 
way of service with him but these mat- 
ters take little time. 


PROSPECTING 








As far as prospecting procedures are 
concerned, Mr. Russo has one file in 
which are kept future prospects for both 
personal and business insurance. These 
prospect cards are circularized con- 
tinuously over a period of time. Wher 
he runs short of prospects he takes 
names from this file and puts them into 
his current prospect file. In his desk 
drawer he has a file that is dated from 
today to 60 days hence. He also has a 
file broken down by months for the 
period starting with the end of the 60 
days and on up to the month a year 
hence. 

Thus, every day when he arrives at 
the office he can look at his desk calen- 
dar file and pick out the cards that are 
to come up for attention on that day. 
In addition, he keeps a file on every 


policyholder that he has and all cor- 
respondence in connection with that pol- 
icyholder is put into the file either in 
his secretary’s office or his. 

For instance, if he writes to a man 
today about a term conversion or mak- 
ing some increase in his insurance, that 
folder would be put into Mr. Russo’s 
file for, say, a week hence and if dur- 





ing that time the prospect had not call- 
ed back or given any reply, the file 
would come up and be put automatically 
into the calendar file as an item to be 


taken care of on the day it comes up, . 


either by telephone or by a second let- 


ter. 
Both Mr. Russo and his secretary 


have this dated file so that items worked 





Accident Expense Reimbursement? 
Aviation Accident? Polio? 
Aviation Life—Who, How? 
Credit Life and Disability? 
Deferred Survivorship Annuities? 
Diabetics?—(Selected Cases) 
Disability Income for Women? 
Family Group? Term to 65? 
Family Income—$20 per $1,000? 
Five Year Endowment? 

Group Deposit Administration? 


Helpful to MANAGERS— 
in Advising Agents on 
Unacceptable Cases! 























Who Writes the UNusual? 


“Who Writes What?” 


tells you 
at-a-glance! 


New 1952 
Edition 


Ready NOW! 


a Earns 
EXTRA Commissions! 








What Companies write these Contracts? 


Group Medical Catastrophe? 
Insurance up to Age 70? 
Joint Contracts on 3 Lives? 
Juvenile—“Quintupled” at 21? 
Large Amounts? 

Mortgage Protection? 
Overweights—Ulcer Cases? 
Single Premium Ret. Annuities? 
Single Premium Juvenile? 
Sub-Standard over 65? 

Term at Older Ages? 


And Hundreds of other Unusual forms? 


Profitable to AGENTS— 
in Placing Business— 
Earning Commissions. 


Order Your 1952 "Who Writes What?" NOW! 


oo eerersr eee eee ee ee ee ee ee ee ee ee ee ee ee i oe 





t i 
1 

1 MAIL THIS Send me (subject to 10-day approval) 
1 COUPON 1 
TODAY! cee 1952 "Who Writes What?" 
(] Charge Account 0 Send C.O.D. (] Check 
t P Attached i 
i Prices idence jaa 
i Single Copy ANAMC wc cere creer ee reer enseeesees TUS covccccccccvccseces i 
$3.50 COMIN 56 5 5 oS coh oS cod’ cle ditc as Meee ove Reem nate 
| 6—$3.25 ea. 1 
I 12—$3.00 ea. TCE gn, dio wih dn sepia asp cetuadele Raced catia dawestinnewinn ! 
' | 25—$2.85 ea. 1 
Ss GOS OR) LO SOR Zone.... State..........00. 1 
| TO THE NATIONAL UNDERWRITER CO. 420 E. 4th St., Cincinnati 2, Ohio ; 
| -— oe ee ee ee ee ee ee ee ew om ew ee ee ee ee ee ee ow a4 





18 


HteNATIONAL UNDERWRITER 


February 29, 1959 

















WHAT IS A SUCCESSFUL COMPANY? 


Truly, when one tries to measure all the values, what 
is the answer? Is the multi-billion dollar corporation 
successful when it does not contribute to the public 
welfare? Is its success measured with profits or 
service? 


In Life Insurance there is one vital criterion — 
INSURANCE IN FORCE. Here at The Union Labor 
Life, it is now (December 31, 1951) $350,675,988 or 
119% greater than the year previous — phenomenal 
growth for a company about to celebrate its SILVER 
ANNIVERSARY. 


But more important in measuring success is service. 
The Union Labor Life is proud of its record as a serv- 
ice company for those who need security most. 


THE UNION LABOR 
Life Insurance Company 


200 East 70th Street 
New York 21, N. Y. 











INSURANCE COMPANY, INC. 





on on a particular day are filed away 
for several days and when they come 
up automatically they are handled by 
another telephone call or another letter. 
There are two of these files, as there 
are some items that the secretary works 
on alone and others on which Mr. 
Russo works. 

They divide this work, with all new 
prospects and pending applications; that 
is, applications submitted to a prospect 
to be signed, are Mr. Russo’s to fol- 
low up. All other folders are the respon- 
sibility of his secretary. 


Sheet Tells File’s Status 


For each file that is currently out, 
there is in the file what Mr. Russo calls 
a memo sheet, on which there is a brief 
digest of the current status of the file 
and why it is being worked on. Thus, 
if for any reason Mr. Russo shouldn’t 
be in the office or his secretary should 
be out for the day, a file that would 
come up either in his file or her file can 
be reviewed with a minimum of time 
to determine exactly the file’s status. 

here’s another feature that Mr. 
Russo believes saves a tremendous 
amount of time. All routine forms that 
are used to any great extent are 


mimeographed and an ample supply 
kept on hand for service work, there. 
by elminating the need for Writing 
lengthy letters on each specific case. 

While material in the pending file re. 
ferred to earlier in this article is usually 
left until the prospect or client sends 
back what he is supposed to send, ma. 
terial doesn’t lie in the pending file 
forever. 

Eventually, as the pending file gets 
looked through day after day, it becomes 
obvious that some of the papers haye 
been there quite a while and if there js 
nothing more urgent, they may be 
pulled out for further follow-up. None 
of this material is such that it would 
lead directly to a sale, as all items lead. 
ing to sales are urgent and are given 
priority over other types of service. 

One thing that Mr. Russo particularly 
likes about his system and its simplicity 
is that it gives him a reasonable number 
of leisure hours. For example, when 
weather permits he usually plays golf 
Wednesday afternoons. During the sum- 
mer he doesn’t work Saturdays. He also 
finds it possible to take five weeks ata 
clip for summer vacation and a 10-day 
vacation during the Christmas holidays, 
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Fine Program 
at N. Y. Annual 


Three life insurance salesmen, two 
from the retail sales field and a home 
office expert on A. & H. will speak at 
the all-day sales congress of the New 
York City Life Underwriters Assn., 
March 13. The association’s 65th anni- 
versary dinner-dance will follow at 6:30 
p-m., also in the Statler hotel. 

Frank Bettger, Fidelity Mutual, 
Philadelphia, will talk on his book on 
successful selling, and Stanley C. Col- 


lins, Metropolitan Life, Buffalo, will 
discuss “Enduring Success Through 
Selling.” 

Paul S. Craigie, manager of sales 


training Lily-Tulip Cup Corp., will talk 
on “Selling is My Business, Too!” John 
D. Marsh, Lincoln National Life, 
Washington, D. C., will speak on “Estate 
Planning Makes Sales.” 

Maxwell I. Schultz, executive vice- 
president of Willmark Research, Inc., 
will give “The ‘Reason Why’ of Selling.” 
Edwin H. Snow, assistant superintend- 
ent of agencies of Aetna Life, will tell 
how A. & H. fits into a client’s personal 
insurance program in “A. & H. Can 
Help Life Sales.” 

Benjamin N. Woodson, managing 
director of N. A. L. U., will act as mod- 
erator and will summarize the day’s 
proceedings. Harold A. Loewenheim, 
manager of Home Life, is general chair- 
man. 





San Francisco Leading 
Producers Tell of Methods 


How they meet objections, especially 
when inflation is mentioned as_ such; 
use of additional policies, direct mail, 
the prospect nest, the endless chain and 
sales plans for 1952, were given before 
San Francisco Life Underwriters Assn. 
by four members of the Leading Pro- 
ducers Assn. of Northern California. 

Each gave his own method or idea as 
each subject was presented by D. Allan 
Yambert, New York Life, president of 
the leading producers. They told of their 
own plans for 1952 and how they met 
other issues. They were Roy Bradford, 
American National; Miss Virginia 
Wood, Northwestern Mutual; George 
S. Hauck, National Life of Vermont, 
and Lew Tilin, Mutual Life. 

Mr. Tilin told how one professional 
man he wrote has been his best “nest,” 
often on his own initiative having his 
own selected prospects meet Mr. Tilin 
at luncheon. These introductions, he 
said, have resulted in 49 cases for $592,- 


000 of new business. Mr. Hauck said he 
had a nest that in the past five years 
has produced more than $300,000. Mr. 
Bradford said his most successful nest 
was developed within a service club or- 
ganization. 


Rockford Host to Illinois 
Annual Set for May 16-17 


The Rockford association will be host 
to the annual meeting of Illinois State 
Assn. of Life Underwriters on May 16- 
17. On Friday there will be the annual 
business and election meeting and on 
Saturday the all-day sales congress is 
planned. General chairman of the local 
committee is Malcolm Martin, Equi- 
table Life of Iowa, with ‘Ray Lotzer, 
also with Equitable of Iowa, as vice- 
chairman. 





Nelson Caravan Chairman 


J. Denny Nelson, general agent of 
Aetna Life at San Francisco, has been 
appointed general chairman of the 1952 
northern California caravan which starts 
March 3 at Fresno (noon) and Modesto 
(night). Other dates are Chico March 
14, Sacramento March 15, San_ Jose 
March 19, San Francisco March 20 and 
Oakland March 21. The caravan is spon- 
sored by California Assn. of Life Under- 
writers and conducted by the San Fran- 
cisco association. 

Panel members are Mr. Nelson, 
Joseph Wittenmeier, Home Life; Henry 
O’Shea, head of Estates Service and a 
former professor of law, assisted by 
John Geiger, estate attorney, and Martin 
Cherry of Knox & Co., Oakland. The 
program is based on the interview plan. 





St. Joseph Nominates Pryor 


The St. Joseph (Mo.) Assn. of Life 
Underwriters endorsed Warren Pryor, 
manager for New York Life, as candi- 
date for trustee of the National associa- 
tion, and elected Charles Maier, Equit- 
able Society, national committeeman at 
the February meeting. 

Speakers and their topics were: Mr. 
Maier, “The Emeloid Decision”; John 
Scrivner, Mutual Benefit Life, “The Ef 
fect of Marital Deduction,” and George 
Bennington, Penn Mutual Life, “Current 
Status of NSLI.” 


Plan for Women Guests 


Chicago Women Life Underwriters 
Assn. has arranged for the entertain 
ment of out-of-town women who will 
attend the midyear meeting of the Na- 
tional association at Chicago. On Tues- 
day, March 18, guests will be feted at 
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Kungsholm restaurant for dinner fol- 
jowed by the restaurant's famed puppet 
opera. In charge of arrangements is Mrs. 
Lynda Grothman Eggerding, New York 
Life, who is vice-president of the Chi- 
cago group. 


syracuse, N. ¥.—James G. Bruce, vice- 
president and secretary of Colonial Life, 
spoke on “Inspiration and Perspiration.” 

Bronx, N. Y¥.—Carlyle M. Dunaway, 
counsel for the National association, told 
how social security sells life insurance; 
Frederick G. Turano of Metropolitan 
Life, covered the four steps in a sale, 
and Benjamin D. Salinger, Mutual Bene- 
fit Life, discussed agent failures. 

Washington, D. C.—Melvin J. Marques, 
deputy register of wills, will speak at 
the March 6 meeting. 

Memphis, Tenn.—A three-quarter page 
“aa” in the interest of ‘Brotherhood 
Week” appeared on Washington's Birth- 
day, sponsored by the 3875 members of 
the Memphis association. 

Erie, Pa.—Jackson L. Obley, associate 
general agent of Penn Mutual Life at 
Pittsburgh, spoke at the February meet- 
ing. 

Binghamton, N. ¥.—Frank B. Alberts, 
secretary of the New York State asso- 
ciation, spoke at the February meeting 
on “Aspirin—You Don’t Need It.” 

Madison, Wis.— The _ old - fashioned 
back-up-the-hearse technique of selling 
life insurance has been thoroughly su- 
perseded by modern, common-sense, ag- 
gressive merchandising methods, E. M. 
McConney, president of Bankers Life of 
Iowa, declared at the February luncheon 
meeting. Praising the selling ability of 
the present generation of “professional” 
salesmen, he credited the field men with 
the huge growth of the life insurance 
structure to $250 billion of insurance in 
force and $60 billion of assets. 

Janesville, Wis.—Dr. William T. Clark, 
Janesville, spoke on “Socialized Medicine 
and the Trend Toward Socialism” at a 
luncheon meeting of the Southern Wis- 





consin association. Several physicians 
were guests. 
Wausau, Wis.—T. A. Duckworth, an 





official of Employers Mutuals, spoke on 
“Americanism” at a luncheon meeting 
of the Wisconsin Valley association. 


Oshkosh, Wis.—Americans are the best 
salesmen of material things in the world 
but the worst when it comes to selling 
Americanism, the Fox River Valley asso- 
ciation was told by Thomas Kaufman, 
public relations division of Allis-Chal- 
mers Co., Milwaukee. 

Denver—Bernard S. Rosen, general 
agent for State Mutual Life, spoke. 


Peoria, I1l—Kenneth lL. Keil, district 
manager for Penn Mutual Life at Spring- 
field, and president of the state associa- 
tion, spoke. 


Providenee—Solomon Huber, New York 
City general agent of Mutual Benefit 
Life, said that the estate planner is 
separated from the programmer at the 
point where all of the assets comprising 
the estate are carefully noted and con- 
sidered. Whereas the programmer plans 
the life insurance, he may neglect the 
other property and wreak havoc. All of 
the assets comprising the estate are 
carefully noted and considered by the 
estate planner. This activity calls for 
knowledge of instruments of disposition. 











Theron A. Bone has been elected vice- 
President of State Capital Life. He has 
been in the business for 20 years and has 
been with the company for a year. He 
will manage the company’s ordinary de- 
partment. 
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Illinois Department 
Clarifies Code for 
Fraternal Societies 


The Illinois insurance department has 
promulgated rules to supplement provi- 
sions of the insurance code governing 
fraternal benefit societies. The depart- 
ment states that the societies cannot ad- 
mit to membership any person more 
than 60 years of age at nearest birthday. 
Additional or increased insurance may 
be issued after age 60 to persons who 
are then members of such societies. 

The department has construed the 
code to permit the writing in the life 
certificate or supplement only accidental 
death benefits, waiver of premium dis- 
ability benefits due to accident or sick- 
ness, benefits or an annuity in case a 
member becomes totally and perma- 
nently disabled from accident and sick- 
ness. These additional benefits must 
terminate at 60 or an earlier age agreed 
upon. In no event will expense incurred 
indemnities be authorized. 


Will Authorize CSO Table 


Where the director finds that the in- 
terest of present or future certificate 
holders will not be adversely affected, 
he will authorize fraternals to use the 
CSO 1941 standard mortality table for 
ordinary with a rate of interest not to 
exceed 3% per year providing that the 
society files with the department com- 
parative figures showing the attained 
age and actual mortality loss for the pre- 
vious two years together with expected 
losses on the mortality table then in use 
and on the CSO table. This informaton 
will be acceptable if set out in five year 
age groups. The basis of reserves 
should be stated. The certificate must 
make it clear that the reserve and non- 
forfeiture values are not less than the 
minimum values required by the stand- 
ard non-forfeiture law. After the date 
selected, all the certificates must be is- 
sued on the CSO table. 


Can’t Drop Expelees 


The department has ruled that a so- 
ciety may not issue a certificate which 
provides for cancelation of the certificate 
of life insurance as the result of suspen- 
sion or expulsion of a member from the 
society. 

In connection with A. & H. regula- 
tions, the department states the A. & H. 
certificate must not provide that the in- 
sured must first seek the services of the 
society’s hospital before benefits of a 
certificate will be paid for expenses in- 
curred and services rendered. 

The regulation makes it clear that 
A. & H. certificates may not be issued 
as a part of or attached to or subject 
to the provisions of a life certificate. 
The societies may provide for only one 
application for both the life and A. & H. 
coverages if provision is made that a 
copy of such application be made a part 
of each certificate. This procedure can 
only be followed when the certificates 
are issued concurrently. 


Woodmen of the World Life 
Scored Gains During 1951 


Insurance in force for Woodmen of 
the World Life climbed last year to 
$516,170,572. There was an_ increase 
of $5,262,961 in assets, which now ex- 
ceed $180 million. Members and benefi- 
ciaries last year received more than $11 
million in settlement of claims and re- 
funds on savings. Death benefits ex- 
ceeded $7,500,000. 

Growth in juvenile membership was 
particularly notable the past year. Juve- 
nile membership totaled 59,463 at the 
close of 1951, a net gain of 1,452. Part 
of this growth was laid to the organiza- 
tion of Boys of Woodcraft Sportmen’s 
Club for boys eight through 15 years 
old. There are 23 such clubs in exist- 


War Memorial 


ence. The Woodmen 
hospital at San Antonio during 1951 
cared for 192 members afflicted with 


tuberculosis at a cost of $122,000. 

It was also reported that in line with 
the “fraternity in action” program, local 
camps last year completed many serv- 
ice projects, including presentation of 
thousands of flags, hundreds of medals 
and certificates to students for profi- 
ciency in American history and a half 
dozen bronze and granite historic mark- 
ers. Other projects included giving equip- 
ment and aid to hospitals, playgrounds, 
youth centers and other community and 
public welfare projects. 


Protected Home Gains in 
Insurance-in-Force, Assets 


Insurance in force in Protected Home 
Circle increased during 1951 by $1,314,- 
099 to a total of $73,392,719. Assets at 
the end of the year were $17,260,700. 
Unassigned and surplus funds amounted 
to $907,023 over the legal reserve re- 
quirements which amounted to $16,037,- 
742. Increase in assets during the year 
was $527,422. 

During the year, the society paid out 
$1,210,848 to members and beneficiaries. 
The total number of benefit certificates 
in force at the end of the year was 96,- 
094, a gain of 837 during the year. The 
society has paid out since its organiza- 
tion in 1886, $52,202,203 to members and 
beneficiaries. 
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Trachtman Denies Estate 
Planning Is Special Art 
Addressing a luncheon attended by 


more than 200 of. Chicago Life Insur- 
ance & Trust Council, Joseph Tracht- 
man, New York lawyer and law protes- 
sor, who is a leading authority on wills, 
commented that there is too great a use 
of the term “estate planning” in a way 
which implies this is a special art. Es- 
tate planning in capital letters results in 
dangerous preoccupation with _ tech- 
niques and rules and check points, over- 
looking the real objectives of proper 
planning which are concerned with hu- 
man beings and human problems. The 
planner should not overlook that he is 
concerned only with how to make the 
money promote the welfare of the fam- 
ily and not with establishing himself as 
some sort of a scientist. There is too 
much talk about estate planning teams 
and who is the captain. This tends to 
make complex the comparatively simple 
operation of making wealth good for the 
family. The job of the planner is to get 
the client to perform the difficult job of 
thinking about death in a reasonably 
objective way and to give the client a 
chance to have his say about how his 
assets should be disposed. 

In general, Mr. Trachtman expressed 
disapproval of the trend toward fancy 
titles for relatively commonplace jobs. 
He pointed out that such terms as 
“estate planner” and “estate engineer” 
have their counterparts in other lines 
where today salesmen are known as 
“sales engineers” and undertakers as 
“funeral directors.” 
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Cincinnati Assns. to Hear Johnson 


Holgar J. Johnson, president of the 
Institute of Life Insurance, will speak 


at the annual meeting of Cincinnati 
C.L.U. on Mar. 28. It will be a joint 
meeting with Cincinnati Life Under- 


writers Assn. 


|| |AcTuantes || 
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TO 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 





Reviews State 
Sickness Plans 


(CONTINUED FROM PAGE 2) 





is already on the wall; others say two 
mt and the state will have a monop- 
oly. 

In New Jersey, at the end of 1951 
the number of workers covered by pri- 
vate plans totaled 989,500, an increase 
of 67,000 during the year. Since the law 
went into effect three years ago, the 
maximum benefit rate has been in- 
creased from $22 weekly to $26. The 
present legislature, now in session, is 
expected to increase the weekly benefit 
to $30. This has been recommended by 
a special legislative committee and has 
been endorsed by the governor, and Mr. 
O’Connor said that nothing further re- 
mains but to “snap the whip and raise 
the ante.” 

Since the New York law began to pay 
benefits in July of 19—? there have been 
almost 100 bills in the two follow- 
ing legislative sessions recommending 
changes. One of the bills in the present 
session calls for a raise in the minimum 
weekly benefit to $30. This proposal has 
the approval of the governor and will 
no doubt be adopted. 

“This brief summary serves as a re- 
minder,’ he commented, “that disability 
compensation programs are still in the 
experimental stage. Rhode Island is 
struggling with inadequate financing and 
the problem of reducing benefits. In 
contrast, California and New Jersey with 
their surpluses are liberalizing benefits. 
This creates a problem for the private 
companies, which must increase benefits 
if they are to remain in the picture.” 


No New Bills This Year 


Mr. O’Connor said that he does not 
believe that any new laws will be en- 
acted this year. In Massachusetts there 
is the usual tussle, but the bills will 
probably be turned down, since the gov- 
ernor in his legislative report for the 
first time in four years omitted any ref- 
erence to cash sickness compensation 
and was specific in asking the legisla- 
tures to avoid any new taxes. 

In Connecticut there is a study com- 
mission which is about to survey the 
amount of coverage now in effect on 
workers in the state. There may be 
some proposed legislation there in 1953. 
In Pennsylvania a study commission was 
set up under a resolution in 1951, but 
no action has been taken yet. There 
is a cash sickness compensation _bill 
pending in Arizona, similar to the Cali- 
fornia plan. It is still in committee and 
may not be given consideration. 





Applications Swamp WSB 
Following Liberal Ruling 


(CONTINUED FROM PAGE 3) 


ployer thinking about installing a pen- 
sion plan would do well to get his appli- 
cation in early. On the other hand, they 
feel that the WSB may liberalize its 
attitude on what it will permit in health 
and welfare plans in excess of the re- 
view criteria and that hence applicants 
who want features that are out of line 
with present health and welfare criteria 
might do well to hold off a little longer. 

The wage stabilization board’s re- 
moval of virtually all ceilings on pen- 
sion plans clears away the last remaining 
obstacle in the path of closing a number 
of large welfare benefit plans. These are 
plans that have been hanging fire, even 
since the announcement of WSB regula- 
tions on welfare plans, because employ- 
ers wanted to integrate their welfare 
plans with their pension plans. They 
didn’t want to apply for new or amended 
welfare plans until they knew what they 
could do under the expected pension reg- 
ulations. 

The tremendous number of health and 
welfare applications, mainly from smaller 
employers, has pretty well swamped the 
WSSB staff at Washington. The result 
has been a delay in the staff’s plan for 
getting out acknowledgements promptly. 


Difficulty is seen to be posed in article 
C of section 2 which says that any ben- 
efits derived from employed contribu- 
tions for employes whose employment 
terminates prior to retirement shall not 
carry a cash surrender value to the em- 
ploye and shall be deferred to the nor- 
mal retirement date. This would mean 
that the employer would have to keep 
carrying these benefits for many years, 
a condition that employers generally 
want to avoid. 


English Companies 
Better Industrial 


Now that the proposal of the late 
labor government in Great Britain for 
nationalization of industrial life offices 
has completely subsided, Prudential of 
England, the largest writer of industrial 
business in the United Kingdom, has 
taken steps to make all industrial busi- 
ness participating to the same degree 
that ordinary life is participating. This 
action puts industrial life on the same 
basis as ordinary and on a sounder basis 
against any future proposal of nation- 
alization. If nationalization is again 
proposed, it is felt by Prudential that 
there would be no more reason to na- 
 cjeae industrial life than ordinary 
ife. 

Prudential has led in raising the 
status of industrial insurance from 
funeral benefit payments, to endowment 
life insurance on a monthly basis. The 
industrial business in general has so 
grown out of the funeral benefit cate- 
gory that when the national health 
scheme funeral benefits completely de- 
stroyed the old type of industrial busi- 
ness it was regarded by the industrial 
companies with complacency. 

As long ago as 1907, Prudential ini- 
tiated a participating scheme which has 
now been put on the same reversionary 
basis as participating ordinary life. All 
the industrial companies now give this 
advantage to their policyholders in some 
form or other although very few ap- 
proach a reversionary basis. While the 
other companies must proceed from a 
different evolutionary plane, Prudential 
has completed the job. Now 90% of the 
amount declared distributable after an 
allocation to agents accrues for dividend 
participation of industrial policyholders. 
This is the same basis on which the 
share of ordinary participating policies 
is determined with the 90% being the 
minimum not the maximum. The com- 
pany has wiped out its evolutionary po- 
sition, placing the industrial policy- 
holder midway between the old-time in- 
dustrial policyholder and the ordinary 
policyholder and puts industrial business 
on the same bonus or dividend terms 
as ordinary. 





Triple Win for Carpenter 


Ralph E. Carpenter, Scott agency of 
Penn Mutual at New York City, was 
the company’s leading producer for 
1951 in life volume, total volume and 
lives. His triple championship repeats 
his 1949 business. His life volume dur- 
ing the year was $2,290,158 on 410 lives. 


Senate Passes N. Y. Penalty Bill 

ALBANY—The New York senate 
has passed the penalty bill sought by 
Superintendent Bohlinger of the New 
York department and opposed by the 
life companies. This would empower 
the superintendent to impose a fine up 
to $1,000 for violations involving filing 
of policy rates and policy forms. The 
companion measure is still in the as- 
sembly codes committee. 








Farm Bureau Promotes Seeds 


‘Robert E. Seeds has been promoted 
to director of ‘underwriting reports and 
controls for the Ohio Farm Bureau 
companies. Mr. Seeds joined the com- 
panies in 1940 in the policy file and life 
premium departments. After service in 
the naval air corps he attended Ohio 
State University and returned to the 
companies in the New York underwrit- 
ing division. 


Butler Gives Up On 
Recodification of 
Tex. Insurance Laws 


At a meeting at Austin of the execy. 
tive committee of Texas Assn. of Life 
Underwriters, Commissioner Butler te. 
viewed his efforts to secure a strength. 
ening of Texas insurance laws. He sai 
use of the word recodification probably 
was a mistake and that apparently any 
correcting of weaknesses in the lays 
must be done piecemeal. The companies 
are fearful of a rewriting of the laws on 
the ground that points now considered 
settled may be raised again by a re. 
writing and taken into court. 

Referring to special policies, of which 
men in the field have complained, he 
emphasized that the law does not give 
him the authority to disapprove life pol. 
icies, although fire and casualty policies 
are subject to approval. He said the 
remedy must lie with the companies 
through support of legislation and that 
this condition could be corrected by one 
bill passed by the legislature. The lay 
covering licensing of fire and casualty 
agents also requires a higher standard 
than for life insurance salesmen. 


Hard to Cancel Agent’s License 


Concerning cancellation of the license 
of an agent in the field, Mr. Butler 
stressed the difficulty of securing wit 
nesses to testify and also the serious- 
ness of taking away from a man what 
he regards as his means of earning a 
livelihood. 

Zollie Steakley, attorney for the Texas 
association, pointed out that while the 
board of insurance commissioners is a 
regulatory body it has only statutory 
powers. He stressed that the inertia of 
the past years can not be overcome im- 
mediately. He stated that the commis- 
sioner and his associates on the board 
may cancel a company’s license, but if 
the case goes to court the burden of 
proof is on the board. 

Eddie Dyer, Southland Life, vice-pres- 
ident and chairman of the extension 
committee, reviewed the development of 
new associations. He _ spoke of. the 
Odessa and Denton associations, and of 
possibilities at Corsicana, Temple and 
Belton, Pampa and Texarkansas. D. G. 
Liggett, Southland Life, Houston, chair- 
man of the membership committee, set 
3,000 as the goal for this year. 





Slate Scoins in Chicago 


Dr. W. H. Scoins, medical director of 
Lincoln National Life, will preside over 
a round table discussion at a meeting 
of Chicago Home Office Life Under- 
writers Assn., March 5. 


Woodward's New Role 


Joe Woodward, who has just been 
elected southwest- sa 
ern vice-president es 
of Franklin Life, 
has for 15 years 
been agency vice- 
president of South- 
land Life of Dallas. 
Mr. Woodward is 
one of the found- 
ers, a vice-president 
and member of the 
executive commit- 
tee of the Institute 
of Life Insur- 
ance Marketing 
at Southern Meth- 
odist Universi- ; 
ty. Franklin has been operating uni- 
terruptedly in Texas since 1898. 


A.L.C. Doctors Meet June 26-2 


Preliminary arrangements have been 
completed for the meeting of the Amer- 
ican Life Convention medical section 
June 26-28 at Hot Springs, Va. Accord- 
ing to Dr. B. F. Byrd, National Life & 
Accident, chairman, in addition to a@ 
dresses by medical directors, there W! 
be two papers read by guest speakers. 
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“The wealth of nations is men, not silk and cotton 
and gold.” (Richard Hovey) 

February is a reminder of the ideals which 
originally made our country different from all other coun- 
tries. The desires for individual freedom that formed our 
nation are brought to mind by the birthdays of Washington 
and Lincoln. In maintaining these rights which thousands 
dreamed of, fought for, and died for, true Americans feel it 
is a duty to provide personal and family security . . . through 
the guarantees of life insurance... thus assuring continued 
individual freedom. 

SOUTHLAND LIFE multiple services are available to you 
and your policyholders 
through liberal brokerage 
agreement. 
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JOHN W. CARPENTER, President Home Office: DALLAS 
LIFE e ACCIDENT e HEALTH e GROUP 
“Serving Since 1908" 


LIFE e ACCIDENT e HEALTH e HOSPITALIZATION e GROUP 
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THE COUNTRY’S MOST FRIENDLY COMPANY 
: OFFERS... 


© Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 
© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 
© Complete line of Accident and Health policy contracts with lifetime benefits. 
@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 
© Complete substandard facilities. 
@ Educational program for fieldman. 
Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 
C. G. ASHBROOK, EXECUTIVE VICE PRESIDENT 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 








If to Lose or Gain 
they re unable... 
You’d better turn to our 





WEIGHT 


TABLE 
Vv 





Yes, The Manhattan Life’s 
New Height and Weight Table often 
means a break for that prospect 
with too many or too few pounds 
for his height. 

We'll be glad to send you a copy 





INSURANCG# 


of New YORK, 


Home Office: 120 West 57th Street, New York 19, N. Y. 
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ASSETS 


United States Government Bonds .......... 


All Other Bonds 


$ 99,162,150 
153,270,001 





First Mortgages on Real Estate 
Real Estate (Including Home Office) 


Stocks 


266,184,994 
6,418,423 
6,900,031 





24,588,016 





Policy Loans 


Cash 


5,215,096 





Interest Accrued and Interest Due .............. 
Net Deferred and Outstanding Premiums 


Total 


4,509,527 
6,359,665 


$572,607,903 





LIABILITIES 


Reserves for Insurance and Annuities 
Policyholder Funds at Interest 


Reserves for Dividends Payable in 1952 ... 


$427,669,628 
93,991,061 
4,271,722 
1,803,135 





Incomplete Claims 


Reserves for Taxes and Mise. Purposes .. 


Contingency Reserve 


8,620,795 
8,073,200 





$544,429,541 





Total 


28,178,362 





Surplus 


Total 


$572,607,903 
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GROWTH IN TWENTY YEARS 


Assets 
$160,163,615 
287,539,833 
572,607,903 


Income 
$35,604,816 
46,276,670 
78,198,934 


Year 
1931 
1941 
1951 


Insurance in Force 
$ 636,865,917 
711,022,241 
1,167,401,427 





THE PHOENIX MUTUAL PRESENTS 
ITS 101" ANNUAL REPORT 


Phoenix Mutual begins its second century of serv- 
ice to policyholders in a strong financial position. 
The year 1951 brought continued and_ substantial 
erowth with new insurance paid for totaling $100,- 
800,000 and insurance in force shewing a gain for 
the year of $50,100,000, bringing the total insurance 
in force to $1,167,400,000. Benefits to policyholders 
totaled $29,207,000. 


One of the most significant changes during the year 
was an increase in the supply of investments which 
meet the requirements of a life insurance company. 
As a result, the gross return on new investments made 
during the year was 3.99% as compared with 3.74% 


for 1950. 


During the year, twenty-one managerial appoint- 
ments were made to provide supervision for new 
branch offices, to strengthen the management in exist- 
ing agencies, and to relieve from direct management 
a number of men who are approaching the retirement 
age. All appointments were made from the ranks of 
our own company. None of the managers appointed 
had ever sold life insurance for any other company. 
Each of them has had several years of sales experi- 


ence and management training with our company. 


Phony Malual Lyfe Insurance Company 


OF HARTFORD, CONNECTICUT 


~ 





